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American Re-Insurance Co. 


of Pennsylvania 
New York, N. Y. 


$6,126,055.17 
2,341,106.71 


67 Wall Street 


Assets - - hie se 
Capital and Surpl - - 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - 3,284,948.46 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurance Company 





Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Coatracts 
CORRESPONDENCE INVITED 

















Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 

Unexcelled Policies—Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. | 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 
































HOW TO WEIGH AN ELEPHANT— 


| PF okiggird has it that a certain great ruler in Hindustan 
was stricken with a sickness supposed to be fatal. 
But by some miraculous turn of fortune, the ruler was 
spared his life, and in his gratitude, he decided to give a 
large sum to the poor of his kingdom. He possessed a 
magnificent elephant whose size was the marvel of all 
who saw it, and he issued orders that a sum of silver, equal 
in weight to that of the elephant, should be distributed. 


But how was the elephant to be weighed? The most 
skilled carpenters were unable to construct a balance strong 
enough to support the weight of the elephant. The wisest 
men in the kingdom were called into conference, but they 
were unable to solve the puzzling question. Just when it 
began to appear that the problem was unsolvable, an old 
sailor was ushered before the ruler with the information 
that he could weigh the -zlephant. 


With the promise of a large reward, the sailor set to 
work. He secured a large and sturdy barge and had a plat- 
form built upon it. After much persuasion, the elephant 
was induced to walk out upon the barge. This caused the 
barge to sink fer down into the water, and the sailor 
marked the level all the way around. The elephant was 
then led off, and silver was heaped upon the barge until it 
sank to the same level. When this occurred, the sailor 
of course had the elephant’s weight in silver. 


FOUNDED 1867 





We of the Life Insurance Business also have an elephant 
to weigh. This famous elephant is much talked about, its 
weight is conceded to be enormous, but little is actually 
known about it. The name of this elephant is “Public 
Opinion.” 








Public Opinion quite often turns out to be a “white 
elephant.” But for those who can properly weigh it, Pub- 
lic Opinion is frequently worth its weight in gold. On a 
basis of satisfied customers and repeat orders, public opin- 
ion weighs in noticeably heavier each year on the Union 
Central scales. 





Customers Who Come Back Because of Greater 
Satisfaction Every Year 


Per cent of annual new business written in the Union Cen- 
tral on old policyholders 


Revivals and additions are not included in the above figures 











THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI, OHIO 


JESSE R. CLARK, JR., Pres. 


























Our Sixty-Second Year 


fultiple Line Service 











ee 
, a 
fe 
Nice) 

















A RELIANCE AGENCY 


Connection Means 


—a direct agency contract, assuring more sub- 
stantial first year and renewal commissions. 
—participating, non-participating and guaran- 
teed dividend insurance with an adequate range 
of contract forms. 
—the Perfect Protection Policy which assures 
less sales resistance, lower lapse ratio and 25% 
to 40% more sales than is the case with the 
average life insurance policy. 
—the new Juvenile Policy which is now meeting 
enthusiastic public acceptance from coast to 
coast. 
—office facilities and furnishings provided in 
the Branch Office without cost. 
—greater opportunities for self-development in 
this fast growing organization. 
—prospect-finding service and newspaper ad- 
vertising. 
—prestige, as a representative of this strong, 
progressive institution which is the first to place 
$400,000,000 of ordinary life insurance in force 
in 25 years without consolidation or reinsurance. 

And what's more, it means PROSPERITY 
to hundreds of Reliance underwriters nation- 
wide. 

“Sell Perfect Protection and you'll sell MORE 

life insurance. 

Profitable agency connections are open to 
men who can furnish satisfactory references. 
All communications strictly confidential. 


RELIANCE LIFE 























An Illustration of the 
Perfect Protection Policy 








$ 50.00 weekly if disabled by 


accident. 


$ 50.00 every week for 52 


weeks if disabled by sickness. 


$600.00 per year in addition if 
totally and permanently disabled 
by accident or sickness. No more 
premiums to pay and no deduc- 
tions from the amount of life insur- 
ance due your family. 


$ 5,000 cash to you at age 


65, or 


$ 5,000 cash or a substantial 
monthly income in the event of 
natural death. 


$15,000 cash or $10,000 cash 


and a substantial monthly income 
in event of accidental death. 








Issued In Larger Or 
Smaller Amounts 
































_ RELIANCE LIFE INSURANCE CO. of PITTSBURGH 


Mail This Coupon Today 


Reliance Life Insurance Company 
Farmers Bank Bldg. 


Pittsburgh, Pa. 
Gentlemen: Without any obligation, furnish me complete details on the Reliance Agency Contract. 
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Industrial Agents and Life Insurance 


The Part the Debit Man Has Played in Educating the 
Public to the Advantages of Life Insurance 


credit for the tremendous 


N allocating 
] strides which life insurance has made, and 

is making, in this country, we note from 
time to time pages of praise devoted to various 
associations, company executives and ordinary 
producers. Very rarely is recognition given the 
industrial agent, who unquestionably built and 
is building the bulwark upon which the spread 


of life insurance rests. He bears the brunt 
of the humorist’s conception of a life insurance 
agent, but he also carries the burden of pioneer- 
ing and building sentiment for the selling of 
the future large ordinary policies. 

The industrial agent occupies a unique place 
in American home life. He meets the family 
in its natural state. There is no pretense or 
dissembling on either side. His mission is 
recognized as elevating, educational and re- 
plete with the loftiest ideals, and he plays 
on the sentiments of the highest human attri- 
butes—the protection of the weak. 

Entering into the world’s struggle for exis- 
tence, the industrial agent, almost a half cen- 
tury ago, had a difficult problem before him. 
He strove for a place in business life that has 
never had a parallel. With no recognized 
trade or profession of which he might have 
been said to be master, the agent began his 
labor by trying to persuade workers to set 
aside some money from week to week in order 
that his family might have some resources 
on which to rely in case of an untimely death. 
Life insurance was practically new, and it 
assuredly was an innovation for the industrial 
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Policies Large and Small 


classes. The public was questioning, if not 
suspicious. They hesitated in making a sacrifice 
for a contract, the value of which they did not 
readily appreciate. Admittedly with poor sup- 
plies and general equipment, the industrial 
agent of other times was a real pioneer, crude 
but persevering. He was not then welcome, 
and was, in fact, rather objectionable to the 
people with whom he mingled. He heard the 
complaints against life insurance contracts of 
every description, and brought back to the home 
office the needs for which the people clamored, 
and the revisions which would prove valuable 
to company and policyholders alike. Most of 
the embodiments now in all desirable life 
insurance contracts were developed to a large 
degree from the findings of these industrial 
men. When improvements in the contract were 
made the industrial agent succeeded in convinc- 
ing the public of the beneficence of life 
insurance. Through his close and personal 
contact he eliminated doubt and mistrust from 
the popular mind and in so doing elevated his 
own position from that of a more or less 
general nuisance to one of dignity. 
Results of Agents’ Efforts 

It was a long and ardouous campaign, but 
it was accomplished in a thoroughly American 
manner, and through it the industrial agent 
has, step by step, elevated himself to a position 
of high esteem and his educational efforts have 
brought life insurance in general unparalleled 
respect and standing throughout this country. 

The big ordinary life insurance producers of 


today are gathering the fruit of the educational 
seeds sown by the debit man in past genera- 
tions among the industrial classes. Many of 
the large policyholders of today had the value 
of life insurance irradicably impressed upon 
their minds when they saw, as a child, how 
the small benefit derived from the industrial 
policy on their father’s life lightened their 
mother’s burden and smoothed their path to 
success. 

To realize the work accomplished by the 
industrial workers in life insurance, a short 
dip into the history of industrial life insurance 
in America since its inception in 1876 will 
reveal a record to which each agent might 
point with pride, and should undoubtedly be 
a stimulation for greater efforts in his rounds. 

At the end of 1876 one company, only one, 
wrote over $700,000 of new business and ended 
the year with some $443,000 of insurance out- 
standing. The population of the United States 
was roughly estimated at forty million people. 
Five thousand policies had been sold. Through 
the intervening years it is estimated that fifty 
billions of dollars of new industrial life in- 
surance has been sold by a varying number 
of companies. At the end of 1928 the industrial 
insurance on the books of American com- 
panies was in excess of sixteen billion, five 
hundred millions of dollars of insurance, rep- 
resented by over eighty-two million policies. 
This in a country with a population of about 
120,000,000. 

(Concluded on page 20) 
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HAT is so rare as a day in June which 

fails to produce its full quota of applica- 
tions? June, and its protection for new brides; 
June, with its promotions and salary raises; 
June, the happy month when men and their 
families become dearer and closer to one an- 
other and when men are receptive to the funda- 
mental appeal of life insurance, i.e.: a square 
deal for the dependents. No wonder this month 
is among the three peak periods in volume of 
written business. 

x * x 


HERE is every incentive for active produc- 

tion during June, now two-thirds behind 
us, and judging from the reports in current cir- 
culation, I shall be surprised if many sales 
records are not broken when the final results 
are tabulated. Agents are working hard for 
that convention trip; some are unusually zeal- 
ous because they realize that the month is one 
of opportunity, and still others are bearing 
down simply because it is their nature to go the 
limit and because June is a good time of the 
year to speed up. 

ok * * 


OMPARATIVE monthly production offers 

an interesting study. For instance, accord- 
ing to statistics published sometime ago, De- 
cember, May and June, in the order named, 
were the big months in the sale of ordinary 
life insurance in 1928. May and June were al- 
most tied for second place with 758 million and 
756 million on record from those companies 
reporting to the Association of Life Insurance 
Presidents. The month of September, with 534 
million dollars sales reported, touched bottom. 


ok * ok 


N connection with this subject it is pertinent 

to point out a strikingly accurate forecast 
of sales of ordinary life insurance, made by 
Herman Richter, in THE Specrator last year. 
Mr. Richter estimated, again taking those com- 
panies reporting to the A. L. I. P. as example 
for the experiment, that the production for 
1928 would be 8134 million. Nearly a year 
later his forecast was proven remarkably close 
when the actual total was 8398 million. 


*x* * x 


VEN more remarkable is the estimate by 

months, compared with actual sales rec- 
ords. Mr. Richter’s forecast together with re- 
sults as announced in Survey of Business Con- 
ditions, follows: 


Month Forecast Actual Month Forecast Actual 
May .... 754 758 Sept. ... 560 534 
June ... 724 758 Oct. .... 628 660 
July .... 680 660 POWs s3<5 Bow 668 
Aus .<5. “632 626 Dec. .... 800 810 


It is significant that the author was able to so 
accurately anticipate the high month of Decem- 
ber and the low water mark in September. 





THE 
OBSERVATION POST 











“SMOKE” 








HE insurance business of South Carolina 

has developed rapidly, in fact too rapidly 
almost, along certain lines. The influence of 
the State in the business out there harks back 
to the fulminations of the redoubtable Commis- 
sioner McMahon of memory hallowed in some 
quarters and not so hallowed in others. Under 
the regime of the present commissioner there, 
the Hon. Sam King, things have quieted down 
a bit and the supervisory department is really 
out to keep its nose on its own grindstone. 

x ok x 


N keeping with the earnest desire of the 
South Carolina department to regulate the 
insurance business there so as best to serve 
the citizens of that State and the business of 
insurance itself, Commissioner King has just 
sent out a circular letter to all insurance com- 
panies making clear the department’s position 
with regard to the local resident agent’s law 
and also making clear the fact that that de- 
partment really intends to have that law ob- 
served, Commissioner King does not point the 
finger of suspicion as regards violations toward 
any particular company in his letter. In fact, 
he specifically says that, this time, he will not 
mention any names. (The ifiference is that 
the commissioner of the State which is largely 
famous for a conversation its governor had 
with the governor of a neighboring common- 
wealth is up on his toes and knows what is 
going on under his figurative nose.) 
* * x 
HAT Commissioner King did say in his 
circular letter was that there is too much 
of a tendency toward laxness on the part of 
the companies in their practice of the resident 
agent’s law there and that he intends to see 
to it that that laxness is discontinued at once 
and that no insurance is written in South 
Carolina without the policy being countersigned 
by a resident agent of that State and without 
a South Carolinan getting the required com- 
mission thereon. In addition to his expressed 
determination, Commissioner King requires 
each of the insurance companies writing busi- 
ness in his State, but domiciled elsewhere, to 
execute an affidavit pledging themselves to keep 
the pax Roma of the resident agent’s law there. 
ene aa 


E, I’m all for the South Carolina com- 
4 missioner in his desire to curb insurance 
abuses in the territory under his jurisdiction. 
In addition to that, if he can do something 
to improve the current quality of the beverages 
served or purchased there I am willing to rise 
up and call him blessed. 
A ND as I still have a few lines to fill out 
this column, on this hot day, I am again 
reminded of what the Governor of North Caro- 
lina said to the Governor of South Carolina. 





STARTLING example of “on the spot” ad- 

vertising was put over by the North Brit- 
ish & Mercantile Insurance Company last week. 
Turning over the pages of the New York 
World, Thursday morning, a striking photo of 
an airplane accident caught my eye. It pic- 
tured the beautiful summer home of Governor 
Larson of New Jersey and, perched up on the 
roof, the wreckage of a plane that had bored 
its nose right through to the Governor’s bed- 
room. “The best ad for aircraft property dam- 
age that could be written,” I mused, and turned 
to my copy of the Journal of Commerce. 
Imagine my surprise, as the testimonial writers 
say, when, across a quarter of the insurance 
page, I spied the same picture, this time with 
the accompanying information that the North 
British & Mercantile Insurance Company has 
been supplying insurance against this type of ac- 
cident for years. The photograph was printed 
through the courtesy of the Newark Evening 
News so I suspect that the watchful eye of 
Chauncey S. S. Miller had spotted it in the 
Newark paper Wednesday afternoon and _ be- 
fore you could say “Jack Robinson” had set the 
machine in order for the effective display in the 
next morning’s paper. 


*x* * x 


NSURANCE company executives who may 

have been piqued in times past by the urgent 
requests of insurance papers to be supplied with 
advance copies of speeches they are scheduled 
to deliver at various gatherings, might be in- 
terested to learn, as I did from Editor & Pub- 
lisher, that the practice was started as far back 
as 1847 when the editor of a New York paper 
wrote to President Polk requesting an advance 
copy of an important Presidential message to 
Congress in order that the country might be 
spared a butchered telegraphic account. 


* * xX 


A LSO in the pages of Editor & Publisher 
I find some interesting material on the 
campaign the New York city publishers are 
waging against free publicity seekers. I do not 
find myself wholly in sympathy with this atti- 
tude. Most of the publicity material of this 
nature is supplied by corporations who accom- 
pany it with paid advertising display and if the 
material is prepared in such a way that it is 
of genuine interest to readers, there is no rea- 
son why it shouldn’t be printed with due credit. 
However, insurance companies need not worry 
as I notice that the releases of the Travelers 
and other companies are invariably welcomed 
by newspaper editors throughout the country. 
kK * ok 
HERE is a rumor on William street to the 
effect that the greatest fire insurance 
merger ever consummated is in the works. 
That’s what 93 degrees in the shade will do to 
some men. 


THE SPECTATOR 
June 20, 1929 


Te RRR NL Se AA PEND BP AN 











A wate of bts 


ea 








rth 


b- 


er 
ce 
to 
De 





co TREE EDEN RUMEN IRE Nees: 


THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to gree | the best interests of 
trustworthy insurance of all kinds. The subscription 
rice for the United States, Canada and Mexico is 
Pour Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
PuBLISHERS 
243 West 39tH STREET, New York 


Arthur L. J. Smith 
President 
Loughton T. Smith 
Vice-President and General Manager 
Garry W. Barnard Robert W. Blake 
Second Vice-President 
W. H. Vallar 
Secretary 


Treasurer 
Sholto D. Kirk 
Assistant Treasurer 
Fred. B. Humphrey 
Assistant Secretary 
Robert W. Blake, “Managing Editor; Thomas J. V. 
Cullen, Statistician; Ralph Reed Wolfe, Assistant 
Editor; Robert W. Sheehan, Assistant Editor. 
Telephone, Pennsylvania 0080 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago, Telephone, Wabash 0531 


Sole Selling Agents in America for the publications 
of Charies & Edwin Layton of London, England. 
Copyright, 1929, by The Spectator Company, New York 








Vor. CXXIT JUNE 20, 1929 No. XXV 








The Possibilities of Farm 
Business 
UDGING from the reports printed in 
THE SPECTATOR last week, Canadian 
underwriters are no more successful in 
coping with the farm problem than their 
neighbors are in the States. A five-year 
average loss ratio of 93.78 per cent speaks 
for itself. It appears then that the diffi- 
culties encountered in writing insurance 
on farm properties are not confined to 
localities nor can they be specifically at- 
tributed to any governmental policy. A 
generalization to the effect that farm 
business is universally unprofitable might 
be set down as whole truth. 

Our Canadian correspondent, in an- 
alysing the excessive loss ratio on farm 
business in the Dominion, cites the new 
hazards due to the use of power farm 
machinery, the complications of electric 
wiring, and the enlargement of farm 
buildings, thus increasing the value under 
one roof. These are all important under- 
writing factors, but, unfortunately, the 
chief cause of unsatisfactory farm busi- 
ness is not strictly an underwriting prob- 
lem. It is bound up in the general eco- 
nomic status of the farmer on the North 
-\merican continent today, a situation that 
denies solution not only of underwriters 
but of financiers, economists and states- 
men, 

It is not within the power, or even the 
domain, of the insurance interests to 
place, single handedly, the farmer on his 
feet. The great fire insurance companies 
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cannot stabilize the former’s income by 
jeopardizing their own. But the busi- 
ness of insurance can, by no means, af- 
ford to snub farm properties. For it is 
estimated that some eighty billion of 
dollars comprise the capital invested in 
agriculture in the United States, and that 
the annual income to farmers amounts to 
almost fifteen billion dollars, Here is 
a stupendous insurance field. There must 
be twenty-five billion dollars worth of in- 
surable farm property in this country. 
Under prevailing conditions, the compa- 
nies can write but a small percentage of 
it, of course, but if they stay in the field, 
write what they can, and effect such un- 
derwriting reforms as are possible, they 
will one day reap as they have sown. 





Underwriting Progress in the 

Health and Accident Field 

HE sooner accident and health un- 

derwriting is put on a plane which 
more closely approaches the impregnable 
position attained by life insurance, the 
sooner will a great deal of the uncertainty 
and unstability now prevalent disappear. 
This admitted truth appeared to be the 
underlying theme at the recent conven- 
tion in Chicago, and men of vision have 
long since advocated policy reforms which 
must inevitably come sooner or later. 

At the moment we are not attempting 
to analyse the need of certain standard- 
izations of forms and definitions. Such 
problems are being worked out by the 
best minds in the business and no doubt 
a satisfactory solution will eventually be 
decided upon. We are considering the 
manner in which the business is being 
conducted and the not entirely satis- 
factory relationship existing between the 
companies and the insuring public. The 
public must be taken into full confidence 
and must be made aware of exactly what 
is being offered for sale. When agents 
generally sell accident and health policies, 
with a thorough and clear explanation of 
what the policy does and does not cover, 
much of the dissatisfaction will be eradi- 
cated. Where a policyholder does not 
fully understand his policy he has many 
greivances which are mostly imaginary 
and ill founded. 

Back in the early days of life insurance 
an aptitude for “smart business practices” 
very often resulted in temporary ad- 
vantage to the company attempting them, 


but the ultimate loss of confidence was 
depressing to the entire business. Men of 
character, vision and integrity, however, 
were dominant in the business and their 
wise counsel gradually prevailed. They 
instituted business reforms which in the 
course of years have advanced life in- 
surance to a position unapproached by 
any other line of business endeavor. 
They made policy provisions and benefits 
clear to the prospect and charged an ade- 
quate premium for honest service. They 
followed these prime requisites with 
prompt, fair settlement, until today every 
procedure functions smoothly, efficiently 
and with all possible speed. Such men 
and their farsightedness have given to in- 
surance as an institution unparalleled 
prestige in the minds of a vast legion of 
policyholders, 

The same frankness and common sense 
should and will be brought to bear on the 
fast growing and unsettled branch of the 
business represented by health and ac- 
cident underwriting. Agents should be 
instructed against half truths and trained 
to give maximum service. Limited poli-- 
cies can be sold as such on their merits 
and will always fill a certain need. Never 
under a program of progress, however, 
should a limited policy find its way into 
the hands of a buyer who takes it with 
the conviction that he is landing a special 
bargain in protection. The eventual dis- 
appointment he is bound to suffer merely 
makes one more skeptic whose mission in 
life will be to warn away other prospects 
and another contribution to the mass of 
ill will must be broken down. 





An Opportunity for Service - 
N an exceedingly timely communica- 
tion to George W. Wickersham, 
chairman of President Hoover’s Na- 
tional Commission on Law Enforcement 
and Observance, The Association of 
Grand Jurors of New York County ad- 
vises Mr. Wickersham that nation wide 
crime statistics, for which the chairman 
has expressed the Commission’s need, can 
be furnished in detail and with accuracy 
by the insurance companies which insure 
owners against financial losses accruing 
from crime. 

The Grand Juror’s Association points 
out that what the life insurance com- 
panies have done in the last twenty-five 
years to promote public health and to 
combat preventable disease, the casualty 
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and surety companies could do to sup- 
press crime and to promote the true ad- 
ministration of justice. 

Particular subjects which the insurance 
companies could furnish valuable data 
and advice, as suggested by the Grand 
Jurors, include the elimination of evils 
of bail bond underwriting, which con- 
tribute to crime in metropolitan districts ; 
salvage of stolen insured property ; meth- 
ods of investigating and _ eliminating 
poor moral hazards to prevent crime; 
better description of insured property to 
aid the police in its recovery if stolen; 
and the more vigorous prosecution of 
fraud connected with such insurance. In 
conclusion the communication states : 

We are convinced that if your commission 
were to communicate with the National Bureau 
of Casualty and Surety Underwriters, and other 
official or private agencies which have to do 
with crimes against property, your interest will 
be aroused in this essentially practical approach 
to the subject. 

The Grand Jurors’ point is well taken. 
Insurance companies, beyond the obliga- 
tions which they owe to their policy- 
holders and stockholders, have always 
responded to appeals for public service. 
THE Spectator has already been af- 
forded the opportunity of aiding the 
President’s Commission and stands ready 
to be of any further assistance possible. 





“Best Twenty Minute Sales Talk” 
THE SPECTATOR COMPANY 
New York City, N. Y. 

Gentlemen: 

It took me about twenty minutes to read 
“It’s All So Easy—When You Know How.” 
It is about the best twenty minutes talk on 
how to sell insurance to big men that I have 
ever heard. There is nothing particularly new 
about it to me, but it is so simply and pointedly 


concise. It is both encouraging and inspiring, 
as. well as most interesting. Please enter our 
order for copies. 


Frank P. MAN ty, President, 
Indianapolis Life Insurance Company. 
Indianapolis, Ind., 
June 18, 1929. 


Agents Honor President Fry 
In observing the birthday of their president, 
Rupert F. Fry on June 8, the field force of 
the Old Line Insurance Company of America 
demonstrated their loyalty to him by turning 
in a volume of examined business which ex- 
ceeded tht of June 8, 1928, by 125 per cent. 


New Office Opened 

A branch office has been opened at Elgin, 
Illinois, under Assistant Superintendent E. B. 
Lee by the Western and Southern Life Insur- 
ance Company. The Owasso, Michigan, branch 
office has been consolidated with the Flint, 
Michigan, District, and the Aurora. Illinois, 
office with the Joliet District. 
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Three Regional Conventions 





Reliance Life Plans Group State 
Meetings for Leading Producers 
This Summer 

The leading producers of the Reliance Life 
Insurance Company of Pittsburgh will gather 
together in regional conventions to be held in 
three different parts of the United States this 
summer. 

The agents in the Western Pennsylvania De- 
partment selected Mackinac Island, Michigan, 
for the convention which will include Reliance 
representatives in Pennsylvania, Ohio, Mary- 
land, West Virginia, Kentucky, Indianapolis, I1- 
linois and Michigan. They will go by a Great 
Lakes steamer from Cleveland, Ohio, to Mack- 


The convention will be 
held at the Grand Hotel July 17, 18 and 19. 


inac Island July 15. 


Virginia Department agents chose Asheville, 
North Carolina, as the scene of the convention 
in their region which includes Virginia, North 
Carolina, South Carolina, Georgia, Florida, Ala- 
bama, Mississippi, Tennessee, Missouri and Ar- 
kansas. The three-day meeting there will be 
held in the Grove Park Inn beginning July 24. 

The convention for the Western half of the 
United States will be held in a four and one- 
half day tour of Yellowstone National Park, 
Wyoming. This will include Reliance represen- 
tatives from Texas, Oklahoma, Kansas, Iowa, 
Nebraska, Minnesota, North Dakota, Colorado, 
New Mexico, Wyoming, Idaho, Utah, Arizona, 
Nevada, California, Oregon and Washington. 
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counties and municipalities. 


q 


policy-holders Insured for 
over 634 Billions. 


Its assets amounted to over 
144 Billion Dollars. 








NEW YORK LIFE INSURANCE 


COMPANY 
51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 


Nylic Public Service 


Life Insurance is “public service.” 


It helps individuals to save and insures their life values against loss 
by death or by total and permanent disability. 


to home-owners, to railroads, to owners of city buildings, to public 
utility companies, to the United States government, and to states, 


g In order to earn interest on the policy-holders’ savings, it loans money 
Probably no other institution serves our people singly and collectively, 
both as private individuals and as citizens, in so many vital ways. 

A company’s usefulness to the community is, therefore, largely meas- 

ured by the number of people protected, the amount of insurance in 

force and the amount of its invested assets. 


As of January 1, 1929, the New 
York Life had about 2 Million 
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Philadelphia Underwriters 
Report Progress 


Sigourney Mellor Has Guided 
Association to Genuine 
Accomplishments 


Membership Totals 557 


Appointment of Permanent Secretary 
and Creation of “The Broadcast” 
Feature Past Year 











PHILADELPHIA, PENNA., June 17.—A record 
of achievements perhaps unequaled by any pre- 
vious administration was contained in the an- 
nual report of Sigourney Mellor, delivered at 
the last meeting of the 1928-29 year of the 
Philadelphia Association of Life Underwriters 
held last week, just before he turned the office 
of president over to Tom Scott, the million- 
dollar producer of the Penn Mutual Life. 

Mr. Mellor started his address by declaring 
that it had been his dream to build the associa- 
tion into a giant machine, with each part in 
thorough accord with the others and the build- 
ing of an executive organization so that the 
administration will no longer rest on one man’s 
shoulders. 

This work was started during the year with 
the appointment of C. S. Borton, Jr., as per- 
manent executive secretary. Among the other 
achievements of the year were the introduction 
of “The Broadcast” as the official monthly pub- 
lication of the association with the naming of 
Harry G. Remington, of Mellor & Allen, as 
editor; the organization of the Friendly Con- 
ference of General Agents, Superintendents 
and Managers, and the further development of 
co-operation with the banks and trust compa- 
nies on the life insurance trust through the or- 
ganization of the Committee of Seven to work 
with the committee to be appointed by the Cor- 
porate Fiduciaries Association. 

Mr. Mellor revealed in his report that the 
membership of the association totaled 531 in 
June, 1928, but that 113 of that number were 
dropped last January for non-payment of dues. 
However, building from the foundation of 418 
paid members, the association today has 557 
members, representing 45 different companies, 
all of them active and in good standing. 

After paying tribute to the various commit- 
tees, Mr. Mellor asked for better support, on the 


THE SPECTATOR 
June 20, 1929 








part of the association, of the life insurance 
course at the University of Pennsylvania and 
the American College of Life Underwriters. 

He touched on the fact that his administra- 
tion initiated the setting aside of a specific day 
of each month, the second Thursday, on which 
to hold the regular monthly meetings and ad- 
vocated future administrations following that 
practice. He mentioned among the speakers ap- 
pearing before the association during the year, 
Paul Clark, president of the National Associa- 
tion; Admiral Schofield, Harvey Weeks, Ar- 
thur H. Motley, Dr. Josiah H. Penniman, A. 
Rushton Allen, Vincent B. Coffin, Nathaniel 
H. Seefurth, Edward Hopkinson, Jr., Dr. 
Charles J. Rockwell and Charles C. Gilman. 
He also pointed out the starting of the custom 
during the year of the presentation of medals to 
each speaker. These medals are _ inscribed 
“Commemorating your visit in the interests of 
life insurance in Philadelphia.” 


In closing, Mr. Mellor advocated the estab- 
lishment of permanent headquarters. in charge 
of an executive secretary, which would be a 
central meeting place for committees, would 
contain a reference library so that members 
would always have available all information 
regarding companies, rates, etc., and would con- 
tain permanent files kept in order from year 
to year. 

Following the installation of the newly elected 
officers, Dr. S. S. Huebner spoke on “‘Educa- 
tional Tendencies. in Life Insurance.” 


Equitable Life of Iowa Makes 
Gain in May 


The Equitable Life of Iowa experienced one 
of the best months of the year during the 
month of May when $7,829,132 of paid-for 
production was recorded. This is a gain of 
$339,753 cver the amount written during May 
of 1928. 

Pennsylvania led all states in May with $1,- 
249,321 of paid-for production. Other leading 
states during the month were: Ohio, $1,038,638; 
Iowa, $983,543; Illinois, $936,395; and Indiana, 
$604,335. 

Pennsylvania also leads the Equitable of 
Iowa in production for the year with business 
amounting to $5,797,309. Ohio is second with 
$5,322,324. Other leading states to date were: 
Iowa, $5,118,883; Illinois, $4,562,474; and New 
York, $2,330,505. 


Oregon Life May Become 
Mutual Company 


Stockholders to Vote on the 
Proposition Advocated by 
Directors July 12 


Plan Long Contemplated 





Company in Existence Over Twenty 
Years—Has $53,000,000 Insurance 
in Force 





The stockholders of the Oregon Life 
Insurance Company will vote on the plan 
approved by the board of directors to mutualize 
the company at the next meeting to be held 
on July 12. This plan has long been under 
consideration, according to an announcement 
recently made by C. S. Samuel, vice-president 
in charge of operation. 

When the company was organized twenty- 
three years ago the founders had planned to 
establish a mutual company but the laws in 
force at that time demanded $100,000 capital 
before a charter could be granted. As a com- 
promise the charter provided that any time 
after March 1, 1911, the capital stock could 
be retired and the company become mutual. 

The amount of insurance in force is over 
$53,000,000; assets on December 31, 1928, 
amounted to $8,706,192; the legal reserve 
amounted to $6,953,140, while surplus including 
contingency reserves and exclusive of capital 
stock amounted to $677,614. 

The company is now operating in Oregon, 
Washington, Idaho and California. 

The officers of Oregon Life are: C. F. 
Adams, president; Adolphe Wolfe, vice-presi- 
dent; Louis G. Clarke, vice-president; William 
Pollman, vice-president; C. S. Samuel, vice- 
president in charge of operation; W. C. 
Schuppel, vice-president in charge of agencies; 
W. P. Stalnaker, secretary; Edward H. Geary, 
treasurer; Raymond R. Brown, actuary and 
assistant secretary; Teal, Winfree, McCulloch 
& Shuler, general attorneys, and A. J. Giesy, 
M.D., medical director. 

The board of directors of the company in- 
clude: C. F. Adams, Adolphe Wolfe, Louis G. 
Clarke, William Pollman, W. P. Olds, Jefferson 
Myers, A. H. Devers, H. L. Corbett, Jos. T. 
Peters, Leo Friede, W. L. Thompson, J. H. 
Booth, C. C. Colt and John A. Zehntbauer. 
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EQUITABLE SEVENTIETH ANNIVERSARY SERIES 
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; 
Training Courses & Field Schools Annual Educational Conferences | 
Correspondence & Specialist’s Courses Weekly Sales Bulletin ! 
i 1 

Inheritance Tax Service Business Insurance Service 
Personalized Letter Service Advertising Booklets & Circulars | | 
; ‘ 
An Unsurpassed, Comprehensive Array of Policy and Annuity Forms Constituting ; 


THE EQUITABLE’S COMPLETE CIRCLE OF PROTECTION 
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Business INSURANCE 





THERE’S AN EQUITABLE POLICY FOR EVERY NEED AND PURPOSE 


LA y 7 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 SEVENTH AVE., NEW YORK, N. Y. 


THOMAS |. PARKINSON, PRESIDENT 
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Missouri State Life Convention 


Three Hundred Agents of the Hundred-Thousand 
Dollar Club Greeted by President 
Hillsman Taylor 


By Frank ELiincton 


St. Louis, Mo., June 18.—With the comple- 
tion of two days of the convention of the Mis- 
souri State Life Hundred Thousand Club, three 
hundred members and their families vote as one 
in naming St. Louis the ideal convention city and 
the home office force the perfect host. 

The business sessions of both days 
proved of an unusually high calibre, while the 
entertainment features, culminating with an 
eight-hour boat ride up the Mississippi this 
afternoon and evening, all have done much to 
make the meeting one to be long remembered. 

President Hillsman Taylor opened the con- 
vention for members of the Hundred Thousnad 
Dollar Club on Monday with an inspirational 
address which convinced his audience that there 
is profit in friendliness. He welcomed the three 
hundred visiting agents in the warmest terms 
and thanked them for the fine results shown this 
month in honor of the company’s new Vice- 
Presidents Shepard, Scott and Heitzberg. 

Vice-President John Moriarity reviewed the 
past year calling attention to the progress made 
in particular by the acquisition of the business 
of the International Insurance Company which 
gave the Missouri State Life well over a 
billion dollars insurance in force. Not entirely, 
he said, should the total increase be credited 
to the business taken over with the Interna- 
tional, because the company agents produced 
an increase of nearly fifteen per cent. Vice- 
President Moriarity said that four hundred 
agents had been taken over with the purchase 
of the International and he introduced a dozen 
of the leading producers to the members in 
session. Mr. Moriarity stressed the value of 
consistency in selling insurance, recommending 
strongly the one a week club as the solution, 
he said the Hundred Thousand Dollar Club 
was to his mind the backbone of the Missouri 
State Life Company’s business. 

In conclusion. the speaker reminded the 
members of the convention of the three special 
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John J. Moriarty 
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lines and of the opportunities for profit offered 
by group, accident and health, and salary 
savings. He said these three departments had 
paid over a half a million dollars in com- 
missions to agents last year and that this 
figure would probably be higher this year. 
Mr. Moriarity’s popularity was emphasized in 
the applause at the conclusion of his talk and 
President Taylor paid him a glowing tribute 
for his unselfish devotion to his life work 
and to the interests of his friends. 

Miles W. Heitzberg, fourth vice-president, 
gave an outline of three success factors in 
selling insurance. To devote one hour of each 
evening thinking over the problems of the 
day past and planning for tomorrow’s work: 
next, a true appreciation of life insurance and 
third, faith in one’s self to produce. 

He then announced the slate of officers for 
the club as follows: President, J. Guy Jackson 
(reelected) ; vice-presidents, Leo A. Gottas and 
James L. Rocks. 

Mr. Jackson’s acceptance of the office brought 
forth one of the treats of the session. First 
he gave a humorous account of how Georgia, 
his home state, had put some very 
successful calamities in the way of crop and 
bank failures last year. He gave this recital 
to show why he was not again eligible for the 
trip with the quarter of a million club, but 
ended up with a short inspiring plea to his 
fellow members that they go out and sell life 
insurance as being the finest property possible 
for a man to own—better by far than real 
estate or railroad bonds because the value of 
an insurance policy is constant and stable now 


over 


or twenty years hence. 

“How I Keep Supplied with Definite Calls 
Each Day” was the subject assigned to the 
following speakers: Leo A. Gottas, J. Q. 
Adams, and R. E. Wilcox. These men, being 
producers of marked ability, agreed on follow- 
ing up the usual contracts such as marriages 
and birth notices, new residents in a territory 
znd by all means the active cultivation of 
prospects obtained through policy holders and 
friends. Following out these well known rules 
and by working hard every day in the week 
is failure made impossible, declared Mr. Gottas. 
J. H. Leaver, agency supervisor, told the 
members how, to analyze the individual pros- 
pect’s needs and how to determine the type of 
policy. To present the accomplishment of this 
vital task, he said, was largely a matter of 
information regarding the prospect 
sense to the 


accurate 
and the application of common 
problem. 

Edmund Burke, manager of the St. Louis 
branch office, was introduced by President 
Taylor as the man who paid for more than 
$25,000,000 business last year. Mr. Burke told 
the members of the club how success in selling 





Hillsman Taylor 


is achieved and also the why of many failures. 
An address on education by Assistant Secretary 
P. H. Young was postponed until Wednesday 
because of the lateness of the hour. 

Luncheon was served in the Gold Room of the 
Jefferson Hotel aiter which the club members 
and their families were taken on an auto tour 
city. Opera at the Municipal 
Theatre was enjoyed in the evening. 


around the 


Tuesday morning’s business session was all 


business with a full attendance of interested 


agents on hand at nine o'clock. 

F. N. Everett, Assistant Secretary, was first 
on the program with a snappy talk on the ad- 
vantages of a properly completed application. 
He cited many of the common errors agents 
fall into in the performance of this work, re- 
minding them of the delays and extra expense 
so caused. For instance, he told of an applica- 
tion giving the prospects occupation as watch- 
man. After some correspondence he was dis- 
covered to be a watch repair man. He also 
talked at length on the advantages of carefulness 
and accuracy in handling disability applications. 

Assistant Secretary Herbert Samuel outlined 
the great opportunities now available to field 
men through salary savings insurance. Giving 
concrete examples where fifty per cent «f all 
prospects interviewed have been signed up. 
First, however, he advised to secure the full 
cooperation of the employer as his friendly atti- 
tude is vital to complete success in this under- 
taking. Three men of the Missouri State Life, 
he said, have already qualified for next year’s 
Quarter Million Club through their sale of this 
line alone. He mentioned a number of salesmen 
whose commissions run between four and eight 
hundred dollars a month due to efforts in this 
directicn. His address was supplemented by 
brief talks by salesmen who have made an out- 
standing success with salary savings. S. Mc- 
Cauley, of Dallas, Tex.; O. J. Massey, of Little 
Rock; and D. W. Cunningham, of Dallas, all 

(Concluded on page 12) 
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Prospect 


From the babe to the 
grandfather, we cover them 
all and have a policy to fit 
every program. 


Added to this range of con- “—" 
tracts is our quick co-oper- 
ation, financial strength 

‘and the sales help in the 

fact that we make our in- 

|  Vvestments in the territory 
y that we serve. Get in touch. 
<a with us. 


: The FARMERS &BANKE 


Life Insurance Compant 
H. K. Lindsley J. H. Stewart 


PRESIDENT 
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INSURANCE TRUSTS 


By C. Alison Scully 


Vice-President and Trust Officer National Bank of Commerce in New York 


Here is a book you need. It deals clearly, comprehensively and instructively with the most significant and out- 
standing topic in the fields of trust service and life insurance. 


Vice-president and trust officer of the National Bank of Commerce in New York, the author is also a member of 
the Bar in that city and Philadelphia; he is an expert on trust agreements; and he not only knows his subject, but 
understands how to convey his knowledge to you so that you will remember and profit by it. 

With the widespread interest in Insurance Trusts sweeping the country, life insurance agents, brokers, general 
agents and company executives cannot afford to be without an authoritative manual on the subject. The book 
also is of practical value to officers of banks and trust companies, attorneys and those business and professional 
men who require compact, definite and reliable information on trust agreements. Asa textbook, INsuRANCE TRUSTS 
is especially suitable for universities, colleges, financial and banking courses and life insurance schools. Policy- 
holders too will find it useful in planning the disposition of estates. 

Get this new book. It describes the making and operation of Trust established by policyholders for tne handling 
of proceeds of their life insurance with bank and trust companies as Trustees. It discusses and explains funded and 


unfunded trusts, advantages of insurance trusts, mutual interests of insurance company and trustee, legal aspect of 
insurance trusts, duties of life underwriters and all phases of the question. Specimen trust forms are included, both 
revocable and irrevocable. Your copy of Insurance Trusts, (the price is only $3), should be ordered now from 
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Report on American National 





Insurance Commissioners of Five 
States Find Company in Sound 
Financial Condition 

Insurance commissioners of the States of 
Texas, Virginia. Kentucky, Michigan and 
Tennessee, have released report of their exam- 
ination of the condition of the American Na- 
tional Insurance Company, Galveston, Texas, 
as of June 30, 1928. This company was or- 
ganized in 1905 with an authorized capital stock 
of $250,000 of which $100,000 was paid up in 
cash. Increases made from time to time brought 
the figure up to $2,000,000 in 1927. Of these 
increases $250,000 in 1920, $500,000 in 1922 
and $1,000,000 in 1927, were stock dividends 
of 100 per cent each. 


A summary of the financial condition of the 
company as shown by the statement of June 
30 last year follows: 

The examination shows the company to have 
admitted asets of $31,579,550, consisting of total 
ledger assets of $29,938,533; non-ledger assets 
of $1,818.639, and non-admitted assets of $177,- 
621. The largest item among the liabilities is 
the net policy reserve of $26,268,026. Other 
reserves show disability, double indemnity and 
occupation reserve of $117,541. The total liab- 
ilities amounted to $27,684,905; capital paid up 
being $2,000,000, and unassigned funds amount- 
ing to $1,894,645. 

The examination shows the combined life, 
accident and health departments to have had a 
premium income of $6,601,208; interest and 
rents, $855,096, and total income aggregating 
$7,516,789. 

The company paid losses on the amount of 
$1,587,011; dividends to policyholders, of $556,- 
545; commission to agents, $1,145,317, and total 
disbursements of $5,688,032. This leaves an 
excess of income over disbursements of $1,828,- 
757. The foregoing proves the company to be 
in a strong financial position, with admitted 
assets of $31,579,550; liabilities of $27,684,905; 
capital paid up of $2,000,000, which, with its 
surplus of $1,894,645 provides a surplus to 
policyholders of $3,894,645. 

The examiners report concludes with the 
following statements: As shown in the fore- 
going examination report the company was 
found in a_ satisfactory financial condition, 


































having admitted assets of $31,579,550.11, an 
unimpaired capital of $2,000,000 and a free 
surplus over all liabilities of $1,894,645.30. The 
insurance in force upon the books of the com- 
pany amounted to more than half a billion 
dollars, 340 millions of which are industrial 
insurance representing a weekly debit of 
$169,787.05. 


H. G. Scott Director of Pennsylvania 
Insurance Federation 

H. G. Scott, senior vice-president and secre- 
tary of the Reliance Life Insurance Company of 
Pittsburgh, has been elected a director of the In- 
surance Federation of Pennsylvania, according 
to a letter received from Homer W. Teamer, of 
Philadelphia, secretary and manager of the or- 
ganization. 

The Pennsylvania Federation, which is affii- 
ated with the national organization, has been 
operating for 16 years. It embraces the three 
major forms of insurance protection, life, fire 
and causuaity insurance. 


Judea Life Insurance Company Holds 
Victory Convention 

The Victory Club, composed of agents of 
the Judea Life Insurance Company, of New 
York, held a three-day convention last wek at 
the Scarboro Hotel, Long Branch, N. J. Over 
150 agents, officers and delegates were present. 
Prof. Simon B. Ackerman, of New York, was 
the chairman of the convention. 

Judge Jacob S. Strahl, president of the com- 
pany, stated that the Victory Club staged its 
first convention in recognition of the com- 
pany’s second anniversary existence in this 
country and the fourth year of the Judea In- 
surance Co., Ltd., in Palestine, where the com- 
pany originated. He also announced that the 
New York State Insurance Department on 
May 22nd, 1929, has granted permission to the 
Judea Lite Insurance Company to increase its 
capital to one million dollars. 

Col. Francis R. Stoddard. former  super- 
intendent cf insurance of the State of New 
York and counsel for the company, also ad- 
dressed the convention. 


Fails After Fifty Years 


Gold and Stock Life Insurance Asso- 
ciation Distribute Less Than 
$3000 Assets 

The Gold and Stock Life Insurance Associa- 
tion, New York, organized January 9, 1878, 
after fifty years of valuable service rendered in 
insuring the lives of persons engaged in the 
telegraph and other electrical service, failed on 
September 20, 1928, and its liquidation has just 
been completed by Albert Conway, State Su- 
perintendent of Insurance, according to a re- 
port signed today by Mr. Conway. 

The total assets to be distributed amount to 
$2,464.31. The total allowed debts were $12,- 
146.62. Mr. Conway shows that the association 
was once a large and flourishing one. 


























Full Coverage 
For $1.00 a Month 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
ncludes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 


This is the easiest selling life insurance 
offered anywhere, and affords exceptional 
opportunities for wide-awake agents. 
Write for territory to 
Agency Superintendent 
Illinois Bankers Life Association 


Monmouth, [Illinois 
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Twenty Years With Lincoln 
National Life 


Walter T. Shepard, Vice Presi- 
dent of Agencies, Celebrates 
Anniversary 





Came from Security-Mutual 





Amazing Changes in Companv in 20 
Years—From Three to 2500 
Agents 





On Decoration Day of this year, Walter T. 
Shepard, Vice-President in charge of agencies 
for The Lincoln National Life Insurance Com- 
pany of Fort Wayne, Indiana, rounded out his 
twentieth year of service with this Company. 

He was field superintendent 
for the Security Mutual Life 
at Newark, in 1909, when Mr. 
Hall, now president of The 
Lincoln National Life, was 
casting about to find a capable 
agency executive. Following 
an interview, Mr. Shepard 
came to Fort Wayne as as- 
sistant superintendent of agen- 
cies. A year later he become superintendent. 
When he arrived, what greeted him? Not the 
great company of today with its beautiful home 
office building and its six-hundred and seventy 
odd millions of influence. Not the great organi- 
zation of twenty-five hundred agents—every one 
his friend. He came came to occupy a kitchen 
chair in front of a kitchen table in a corner of 
a room over a Fort Wayne jewelry shop. He 
came to an organization that had three agents 
and only three million of insurance in force. 
But, this was a situation that appealed to him. 

He worked through other men, inspiring them 
to effort, training, leading, supervising, reward- 
ing. In twenty years the thing he hoped for was 
accomplished, an army of able, resourceful life 
underwriters who could go out and do great 
deeds, and who in May of 1929 went out and put 
in place a capstone to his twenty years of service 
in the greatest month of production that The 
Lincoln National Life has ever seen. 

The month of May, the birthmonth of Arthur 
F. Hall, President of The Lincoln National Life 
Insurance Company, brought in a tremendous 
volume of business in his honor. 

During this month a new peak was set in the 
monthly production of the Company for all time 
in both written and paid-for business. More than 
32 millions of business was written and exam- 
ined during the month, and the year to date 
shows a gain of practically thirty-six millions in 
written business over 1928. 





Missouri State Life 
(Concluded from page 9) 


spoke enthusiastically of the plan and gave av 
outline of their procedure in working it in a 
successful manner. Each made the point that 
such new contacts almost invariably proved the 
means of securing other new business. 

R. R. Dodson, of the Group Department, 
talked on the profitable business to be found 
among small firms in group insurance. He said 
there are two and a half million commercial 
enterprises in the U. S., and that 65 per cent 
employ fewer than ten men, showing that much 
of the future business must be done with the 
small groups. Director of Publicity J. P. Lick- 
lider talked on advertising, and gave his hearers 
a finished piece of advice on the subject. He 
concluded by sketching the work being done by 
his department, and urged all agents to make 
fuller use of its service. Horace Bill, president 
of the Quarter Million Club, delivered an in- 
spirational address on insurance selling in which 
he invited and urged his hearers to qualify for 
membership in his club. 

The business of the day was brought to a close 
with one of the most appreciated talks of the 
convention, that of Vice-President Parks. He 
outlined the inception and growth of the com- 
pany, pointing out that it now stands fourteenth 
in size in the nation recently. 


PRUDENTIAL VICE-PRES. 





Robert H. Bradley 
As announced in THE Spectator of last week, 
Mr. Bradley, formerly treasurer, has been 
elected vice-president of the Prudential Insur- 
ance Company of America. 


National Association Has 
Convention Slogan 


Life Underwriters To Launch 
Drive for Second Hundred 
Billion in Early Fall 


Theme of Washington 
Convention 





Service to Public Will Be Keynote of 
Meeting to Be Held Sept. 25-27 





“The Second Hundred Billion” is the theme 
of the annual convention which will be held by 
the National Association of Life Underwriters 
in Washington, D. C., on September 25, 26 and 
27, 1929, according to the announcement made 
to the press by President Paul F. Clark. 

In the selection of this theme the Associa- 
tion is celebrating the completion of the first 
one hundred billion dollars of life insurance 
protection in force on the lives of the American 
people. It is estimated that the institution of 
life insurance will cross the “hundred billion 
line” about the middle of September of this 
year. 

The primary aim of the convention program 
will be to bring to the life underwriters of 
America a survey of the opportunities for ser- 
vice which lie before them in the era of “The 
Second Hundred Billion,’ and a demonstration 
of the modern methods of selling and under- 
writing which will enable them to capitalize 
these opportunities in their own careers, and 
in the interest of the nation at large. 

The program will include abundant material 
for practical field use, but the undertone of the 
whole convention will be the spirit of service 
which will condition the efforts of the profes- 
sional life underwriter as he does his part in 
helping to conserve the first hundred billion 
while he assists in creating “The Second Hun- 
dred Billion.” 

Industrial Life Agents on Gulf Coast 
Organize 

The Industrial Life agents of Pascagoula, 
Miss., and vicinity recently organized an In- 
dustrial Life Insurance Underwriters Asso- 
ciation in that city, with G. S. Williams, agent 
of the National Life and Accident Insurance 
Company of Nashville, president and W. K. 
McCraney, agent of the American National 
Insurance Company of Galveston, secretary- 
treasurer. 

This is the first organization of its kind 
on the Gulf Coast, but indications are that 
others will shortly be formed. 








THE SERVICE LIFE INSURANCE 


LINCOLN, NEBRASKA 
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Contest Tax Assessments 





Bankers Life and Central Life As- 
surance Society Sue for 


$3,500,000 Refund 


Suits asking that tax assessments amounting 
to more than $3,500.000 be set aside were filed 
against the city of Des Moines in district court 
this week. The major plaintiffs in the actions 
were the Bankers Life Company and the Cen- 
tral Life Assurance Society which claim that the 
city board of review had no right to tax their 
moneys and credits. 

The same question is at present in the hands 
of the Iowa Supreme Court on a test case be- 
fore Judge Frank S. Shankland growing out of 
1918 assessments. The new cases are based on 
1929 assessments. The Bankers Life Company 
asks that $2,573,620 assessed against the con- 
cern be ordered nullified and that the county 
auditor be restrained from spreading the as- 
sessment. The Central Life Assurance Society 
seeks to have an assessment of $1,120,627 set 
aside. 


Universal Life to Increase Capital 
The Universal Life Insurance Comany of 
St. Louis, Mo., plans to increase its capital 
stock to $1,000,000. The new issue is being 
offered to stockholders at $30 a share. The 
company now operates in Missouri and Illinois 
and expects shortly to apply for licenses in 
Kansas and Kentucky. 








Peoples 
Life 


Insurance 








Company 


Frankfort Indiana 


$6,307,038, 74 on Deposit with the 
Indiana Insurance Department 


$686,715.01 Surplus Protection to 
Policyholders 


$47,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM. 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IW 
INDIANA, OHIO, ee MICHIGAN, 
ARKANSAS ,TENNESS TEXAS, IOWA 
AND CALIFORNIA. 


A few top notch contracts to Insur- 
ance Producers with experience, char- 
acter and ability. Address the Com- |} 
pany. 
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Life Production for First 
Five Months 


Gain of Five and One Half Per 
Cent Over Same Period 
Last Year 


Slight Decline for May 


Group Seu ‘ills 46.5 Per Cent 
Decrease, Accounted for 
Low ‘Total 





New York, June 14—New life insurance 
production during the first five months of this 
year was 5.5 per cent greater than in the 
corresponding period of 1928. Such writings 
during May were 2.3 per cent less this year 
These results are shown by a 
Associa- 


than last year. 
compilation forwarded today by the 
tion of Life Insurance Presidents to the United 
States Department of Commerce for publication. 
The report combines the records of new life 
insurance production—exclusive of revivals, in- 
creases and dividend additions—of forty-four 
member companies having 82 per cent of the 
total life insurance in all United States legal 
reserve companies. 

For the five-month périod, new ordinary in- 
surance amounted to $3,769,113,000 against $3,- 
485,304.000 during the corresponding period of 
last year—a gain of 8.1 per cent. New indus- 
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Reliance Life Wins Awards 

The Reliance Life Insurance Company of 
Pittsburgh was awarded first prize for general 
newspaper advertising in the second annual 
exhibition of the Pittsburgh Advertising Club 
held recently in Kaufmann’s auditorium, Pitts- 
burgh, Pa 

In the same exhibit, the “Reliance Bulletin,” 
the magazine which is issued monthly to the 
agents of Reliance Life, was awarded second 
prize among internal house organs. The ex- 
hibit was open to advertisers of all kinds in 
Pittsburgh. It was divided into 19 groups ac- 
cording to the character of the advertising and 
two awards were made in each group. 








trial was $1,268,381,000 against $1,208,161,000— 
a gain of 5.0 per cent. New group insurance 
was $404,122,000 against $463,534,000 a decrease 
of 12.8 per cent. The total written during the 
first five months of 1929 was $5,441,616,000 
against $5,156,999,000 during the same period 
of 1928—an increase of 5.5 per cent. 

For the month of May, new ordinary in- 
surance amounted to $801,698,000 against $757,- 
879,000 in 1928—a gain of 5.8 per cent. New 
industrial amounted to $240,501,000 in 1929 
against $216,396,000 in 1928—a gain of 11.1 
per cent. New group insurance was $109,- 
827,000 against $205,195,000 last year— a de- 
crease of 46.5 per cent. The aggregate of all 
classes was $1,152,026,000 against $1,179,470,000 
in 1928—a decrease of 2.3 per cent. 


NEW PAID-FOR LIFE INSURANCE—EXCLUSIVE OF REVIVALS, INCREASES AND DIVIDEND ADDITIONS 
—44 UNITED STATES COMPANIES 


(These companies have 82 per cent of the total business outstanding in all United States legal reserve companies) 























Month 1927 1928 1929 1927 1928 
ORDINARY INSURANCE 

NOME oie a one bs salen eoaads oe cian we eee $579,026,000 $580,462,000 $659,683,000 -2% 13.7% 
TROON 6 5 5.5 alate cicsa aos ww lsiad alo Rice! on RE a ee 626,568,000 655,406,000 683,542,000 4.6 4.3 
PROMI eo! oo. 5 reid savargid ajc ne mk ode ris © hc eee oe 749,543,000 781,122,000 830,244,000 4.2 6.3 
PRIMI ios aro ,'¢ in ee LEE ED ac bad ides oe a Eee 738, 141,000 710,435,000 793,786,000 —3.8 11.7 
TE cdi oie oO eis os Sgn cOh bth CACO ee 704, 807; 000 757, 879,000 801, "698, 000 7.5 5.8 
3,398,085,000 3,485,304,000 3,769,113,000 2.6 8.1 

INDUSTRIAL INSURANCE 

DE Ee TN eT a re ee ee Py 185,292,000  $236,303,000 $265,998,000 27.5% 12.6% 
OME 3-45. a bicivec Sante ao wie $e Oo ac abe ree 207, 217,000 221,949,000 230,779,000 7.1 4.0 
241,701, "000 273,551,000 274,824,000 13.2 >) 
227,279,000 259,962,000 256,279,000 14.4 -—1.4 
241,662,000 216,396,000 240,501,000 -10.5 ¥E;3 
1,103,151,000 1,208,161,000 1,268,381,000 9.5 5.0 

Grourt INSURANCE 

ME a Pane 2) ras oa kp ohd rans oe ew x SIRE WE 94,445,000 $46,841,000 $98,637,000 -50.4% 110.6% 
ONE co acta ciple Rd ooo SORE D OMENS ALE 46,119,000 91,505,000 58,607,000 98.4 -36.0 
DOMINE = cho s 5s6 DAK o wih eihin 5c vivant UP ata Mie ee 103,057,000 57,986,000 64,813,000 —43 .7 11.8 
PRR ecares darn Bocas ceases Wo Reena ee 46,960,000 62,007,000 72,238,000 32.0 16.5 
MNS Sox cahetcae oes Pad man ae wee Coa ene 45,683,000 205,195,000 109,827,000 349.2 -46.5 
336,264,000 463,534,000 404,122,000 37.8 -12.8 





Scranton- Pittsburgh, Pa 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 


Contract as good as 
rights. 


Confidential communication invited from those 
with clean records and with ability to handle 
Address ! 


such an agency. 


the best, with exclusive 
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New York Life Agents Meet 





Field Force Pay for $273,841,283 
Written in Three Months, Visit 
Home Office 

More than 500 members of the field force 
of the New York Life Insurance Company, in- 
cluding 130 agents from the New York district, 
attended a dinner at the Hotel Pennyslvania 
Monday night as part of a Home Office Dedica- 
tion Convention. Addresses of welcome were 
made by President Darwin F. Kingsley, and 
by Dr. Lawrence F. Abbott, a director of the 
company. Vice-President Thomas A. Buckner 
called attention to the tremendoiis volume of 
new business procured by agents during the 
first months of the year, and presented certifi- 
cates of appreciation to ten leading agents. 
The certificates were signed by officers of the 
company and will be signed by Calvin Coolidge, 
who was elected chairman of the Agency Com- 
mittee on May 29. 

A tour of inspection to examine the working 
different departments in the home office, 
and a luncheon in the employees dining room, 
was held Tuesday. Following the luncheon, 
members of the convention were addressed 
by Vice-President Thomas A. Buckner, Second 
Vice-President L. Seton Lindsay, Second Vice- 
President Alfred L. Aiken, and Third Vice- 
President Charles H. Langmuir. 

The new paid insurance written by the com- 
pany during the first three months of the 
year, it is announced, amounted to more than 


800,000 applications for $273,841,283. 


£ 
O1 








JOHN 


BE it for personal or business protection, or for home and 
family, with settlement of the proceeds by lump sum 
or by instalment or income payments. Annuity contracts 
in various forms. Total Disability and Double Indemnity 
issued. 

'. Special policies covering Partnership Agreements, Fund§ 
to guarantee a College Education, to provide Bequests, to 
cover Mortgages, Inheritance Taxes and Estate Shrinkage, 
—thus making certain the carrying out of almost any program 
nvolving Life or Money values. 


Group insurance has been issued since 1924. The Com- 
pany now issues Wholesale and Salary Deduction insurance, 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175 
Other Liabilities, $9,669,748 
Total Assets, $496,171,707 





OVER SIXTY-FIVE 








HANCOCK SERIES 


Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLICY to Fill Them 





to which was added in 1928 Group Accident and Sickness 
insurance, and Group Accident and Dismemberment insur- 
ance. 


Investments are of high quality, carefully distributed a 
to farm and city mortgage loans, public utilities, govern 
ment bonds and railway securities. 


Dividend payments are at the highest scale in the Com- 
pany’s history. There has been a general reduction in 
annual cost to policyholders during the past seven years, 
while in the same period the Company has doubled its 
outstanding insurance and financial resources. 


Address Inquiry Bureau 





LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


YEARS IN BUSINESS 

















Research Bureau Lectures 

During the summer months, the Life Insur- 
ance Sales Research Bureau will conduct the 
four-day Lecture course in Agency Manage- 
ment at the Hotel Carpenter, Manchester, New 
Hampshire, from July 9-12 inclusive. The 
second session will be held at the invitation 
of the Rhode Island Life Underwriters’ Asso- 
ciation at Brown University, Providence, R. I, 
for four days beginning July 15. 





—Agents of the Bankers Life Company are being 
asked to write $20,000,000 of new paid-for business 
in June, the month to be designated ‘‘President’s 
Month” in honor of Gerard S. Nollan, president of 
the company. 





A. F. C. Fiske Visits Richmond Office 


A. F. C. Fiske, second vice-president of the 
Metropolitan Life Insurance Co., of New York, 
and son of the late Halsey Fiske, president of 
that company, was in Richmond, Va., last week 
on business connected with the company’s four 
district offices there. Until a few years ago, 
Mr. Fiske was manager of the company’s head 
offices for Canada at Ottawa 








Effective July 1 the following men will take over 
Equitable agencies: J. Hyatt Downing, to succeed Mer- 
vin Lane, Abraham Bleetstein will condtict the agency 
formerly in charge of Adolph Hollander and Abraham 
Rosenstein will be in charge of the New York agency 
formerly supervised by Louis Lane. 
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Insurance Company 


INDIANAPOLIS 


Old Line Legal Reserve 








Established 1899 








HERBERT M. WOOLLEN 


PRESIDENT 
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service to policyholders. 
company becomes such by virtue of truly serving 


the privileges 


50 UNION SQUARE 


Policyholders First: 


pointed with pride to Guardian 


progress, strikingly evidenced by a 100% growth 
in six short years, with a steady rise through the 
ranks of leading American Life Insurance Com- 


basis for this progress is Guardian 
The truly progressive 


patronage determines its progress. 


June has been set aside as a month of special 
service to Guardian policyholders. 
copy of Service—Policyholders’ Month Issue, 


Ask for a 


learn much of interest to you as to 
of fellow-membership in the 


rd 


THE GUARDIAN LIFE INSURANCE 
COMPANY of AMERICA 


“The Company that Guards and Serves” 


NEW YORK CITY 
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Common Sense Rules for the Debit 


One Being to Anticipate Loss Through Lapsed 
Policies and to Write New Ones 


in Replacement 


By WitutAmM C. Morton 


Agent National Life and Accident Insurance Company 


worid is always the man who not only 

has common sense but who uses it. I 
am sure that there is not sphere of human ac- 
tivity where this can be more easily demon- 
strated than on the debit. The man who con- 
ducts his debt according to common sense will 
come out on top where the man who has no 
system, no method of any kind, who goes at 
everything in a haphazard way, will wind up 
a total failure. 

A glance at the success of every outstanding 
man in the history of the world readily dis- 
closes the fact that they have been men of 
common sense, who looked at the business in 
which they were engaged from a practical 
standpoint. The main thing in the conduct of 
a debit as I have been able to view it requires 
more common sense than it does brilliance. In 
other words, it calls for good business judg- 
ment. To illustrate: A merchant will always 
welcome an account that is prompt in paying 
him, and when a favor is needed, he will be 
only too giad to grant it, but let the same cus- 
tomer begin to get careless about his obligations, 
and instead of remaining a “preferred” cus- 
tomer, he will actually become what the credit 
bureaus term a “tolerated” one. But the point 
I am trying to make is: Every policyholder of 
mine is indebted to me for whatever the prem- 
ium happens to be on his or her insurance. I 
am their creditor. As long as they keep me 
paid a week or more in advance, or at least 
even date, I classify them as my preferred cus- 
tomers or clients. 

Then, if adversity attacks them and they find 
it impossible to meet their obligations to me, 
so that I may meet the same obligation to the 
company, gratitude for past patronage would 
naturally imply that I shall befriend them in 
every way possible, but if they just become neg- 
ligent of their own accord, and forget the sanc- 
tity of their obligations and can not be brought 
to a proper appreciation of them, I shall natu- 
rally have to place them in a tolerator class, 
which brings me to my first common sense rule, 
which is this: 

As soon as it is seen that a certain piece of 
business is “dead” and that it is past redemp- 


7 man who makes any headway in the 
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tion, and that I am actually wasting my time 
in “fooling” with it, the. quickest and most 
economical way out is to lapse it and stand my 
loss just as soon as I possibly can. A good 
insurance friend of mine recently gave me this 
hint, which I have found very helpful: He 
advises that every week when the agent makes 
out his weekly report, that he should immedi- 
ately make out what he terms his three weeks 
lapse schedule; that is, the policies that will be 
likely to iapse in three weeks from that time 
and to set as a goal in writing, not less than 
the amount necessary to offset that lapse, and if 
possible twice what the anticipated lapse is 
three weeks hence. By doing this, he contends, 
an agent will always be making increase and 
will always stay on the “draw.” I have tried 
this out in my own experience and have found 
it so helpful that I am happy to pass it on for 
what it may be worth to others. 

By using common sense in a matter of this 
kind, an agent knows just what he has to do to 
keep on the increase side of the business, and 
that he will have a sufficient income to help him 
meet his obligations when he has promised. 
And if that is nothing but common sense, I 
would not know how to define it. It takes a 
man who knows how and when to lapse busi- 
ness as well as what kind to write to get ahead 
in this business. Experience says this is true. 
The SECOND rule is to learn how to have 
good collections. 

A short while after I entered the business, I 
noticed that my collections were not up to the 
standard that was required of me and I 
went to the Manager with it for advice and 
this is what he told me: “Mr. Morton, every 
time you write a piece of business, after the 
application has been signed, do your best to 
collect four weeks, and you will be surprised 
how easily this can be done if you will try it 
out. The main thing to do in accomplishing 
this result is this: Ask for it. It is a known 
fact that people will not voluntarily pay you 
anything unless you ask them for it, especially 
insurance. But if you explain to them that the 
four weeks will put the policy in force, nine 
times out of ten, they will be only too glad to 
pay you. Then, when you deliver the policy, go 


tack, collect another four weeks, explaining 
that will be their reserve in case of emergencies, 
and then call back in four more weeks and col- 
lect another four weeks, and you are thus edu- 
cating them in the proper way. Try this out, 
and then let me know the outcome.” 

I followed the Manager’s advice, and when 
the quarter closed, and I went into his office to 
have him approve my report, I turned over to 
my percent of collections for the quarter, and 
said: “This is what your suggestion did for my 
account.” His suggestion had not only made it 
possible for me to get my company allotment 
on collections but a good deal over the hundred 
per cent mark. To those debit men, who have 
not learned this common sense rule in their col- 
lections, permit me to tender it to you for a 
trial. It will work anywhere. It always has and 
it always will. Just use that common sense on 
collections as well as in lapsing and writing 
and you will be agreebaly surprised at the way 
your percentage will begin to climb. 

Another commen ‘sense rule for a debit man 
is to learn to be absolutely thorough in every 
undertaking. There is no more practical rule 
that could be given than this. It is said that the 
Athenian architects of the Parthenon finished 
the upper side of the matchless frieze as per- 
fectly as the lower side, because the goddess, 
Minerva, saw that side. To the debit man, this 
should imply that he should be thorough be- 
cause that little goddess, Record, will always 
be staring him in the face. Do nothing that you 
would be ashamed for the world to know. 
Keep your accounts absolutely above any kind 
of criticism. I attempt to run my debit in such 
a way that at any time any person officially con- 
nected with my company will be welcome to 
make any kind of inspection they may desire. 
In other words, I try to practice thoroughness 
just as efficiently as I know how. 

In practicing thoroughness, it should be borne 
in mind that it is the little things that count. It 
is also said that an old sculptor spoke thus of 
his carving whose backs were to be out of all 
possible inspection, “But the Gods will see.” 
Every one of the 5000 statues in the Cathedral 
of Milan is wrought as if God’s eyes had been 

(Concluded on page 20) 
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“This summer colony certainly attracts a fine class of people. 
Who is putting up that charming new cottage?” 

“Joe Jenks. He’s a Perfect Protection Man with Reliance Life, 
and a great fellow. You must meet him.” 

















HE steady growth of new agencies 
is an indication of fundamental 
strength. 


It points unmistakably to the public’s 
approval of policies. 


It shows the enterprising spirit of the 
organization. 


And it speaks for the profitable ar- 
rangements with representatives on 
which all insurance growth so greatly 
depends. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. } 


























“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 

measure its success by the good it performs 
rather than by great size. Through eighty-six years 
THe Mutuac Lire INsuRANCE CoMPANY OF NEW 
York, the “first American Company,” has measured 
its success by the scope, manner and degree of its 
service. In such a way it is measuring now as its 
service broadens. 


Issuance of contracts of all standard forms, sub- 
stantial dividends, income settlement provisions, 
Disability and Double Indemnity Benefits, and 
prompt payments and practices for convenience of 
members are embraced in its present service. . 


It welcomes as field representatives those who 
know that success is according to the natural law 
of compensation—that the best comes to those who 
give out the best of themselves. 


The Mutual Life Insurance Company 
ears New York, N. Y. 


GEORGE K. SARGENT 


34 Nassau Street 


DAVID F. HOUSTON 
President 


2nd Vice-President 
and 
Manager of Agencies 


























Writing Casualty Insurance 
Fidelity and Surety Bonds 
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Home Office: DAVENPORT, IOWA 
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The Business of Serving Families 


Some Outstanding Success Rules for Life Insurance 


Salesmen Expressed in a Novel and 


Convincing Manner 
By W. W. WILLIAMSON 


General Agent, Connecticut Mutual Life Insurance Co. 


SELLING INCOMES, AND HOW 


F I were to choose another subject that 
I more fully definies what I wish to talk 

about it would be The Completed Sale. 
You will agree with me that the use of the prod- 
uct we sell when it comes into the hands of 
those for whom it was purchased, is just a: 
important as the sale itself. It could be even 
more important. because if a family lives in af- 
fluence for a while and then in want for a long 
while it might have been better had they never 
lived in affluence at all. 


Making More Money 

But we are hard-hearted men and it is per- 
fectly proper that we should look at this sub- 
ject in the angle of how can we make the most 
money. If by the use of one method we can 
make more money we will use that method, as- 
suming of course it is legitimate. 

Is there a way we can increase our income in 
the business we fellow? 

Is it proper that we should assume responsi- 
bility for the use of money? 

Will we make more money if we assume that 
responsibility ? 

Let us see. Business concerns are in busi- 
ness to make money. Those that are making 
the most money are those who concern them- 
selves with the use of that which they sell, by 
the men who use it. In other words, commer- 
cial houses are teaching their salesmen to be- 
come service men, and in proportion as they de- 
velop them as such the firm makes more money. 
And so does the salesman. 

In is a fair question: If you can make a thing 
you sell go twice as far by teaching how to use 
it, will you sell more? Paradoxical as it may 
seem, you will, and I will leave you to reason 


that out vourselves. 


How to Talk from the Heart 

We are not in the business of serving a buyer 
of Life Insurance. We are in the business of 
serving the family for whom the buyer buys his 
Life Insurance. And if you want to be a suc- 
cessful salesman, every time you converse with a 
prospect do not see the prospect. Rather in your 
imagination see standing back of him in the mist 
a woman with children standing beside her who, 
when your product comes into service, will have 
forever lost the man you are talking to. If you 
do that you'll talk from the heart because you'll 
feel from the heart. And the heart of the buyer 
will respond to you. You do not nee to talk 
about the window and children—just think about 
them, and your talk will be the right kind. 

We need to know something of the collective 
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mund of the average buyer in order to understand 


some of his prejudices, not necessarily to talk 
about them but to understand them, for the man 
who understands, strangely, does not need to 
talk about it in order to be convincing. Your 
buyer has unquestionably inherited a repug- 
nance against the perpetuity of estates. His an- 
cestors came to this country to get rid of that. 
Therefore, he has a certain prejudice against 
tving up property from those to whom he in- 
tends to leave it. He may have lived in an en- 
vironment of comfort and plenty, and the habit 
of thought is that that will continue. He has 
not analyzed the factor that those who survive 
him may not be under the same environment nov 
under the same control as to the use of those 
things left to them. 


Starting from Scratch 

He may be a man who has during his life- 
time accumulated all he has. He started with 
nothing. He may think his children should 
start from the same spot, that they will be bet- 
ter for having done so. He isn’t an Indian 
by nature who invariably starts his son where 
he started and who never gets past where he 
got. But that’s his unconscious feeling that 
they must earn in order to learn. 

The pioneer is disappearing and we are now 
reckoning with the fact that we should so 
build that our children will start where we leave 
off. And we must recognize the fact that 
whether we think so or not they will not start 
where we started, and especially if they have 
lived differently while the creator of the estate 
was living. 

Few men look beyond their death—fewer 
want to. 

There is an inherent repugnance to think of 
one’s own death and in planning for the things 
that will occur afterwards. We all have a deep- 
seated feeling that the things we buy we would 
like to be here to enjoy, and that we would 
rather not be concerned greatly about what 
happens after we are gone. 

In America we have been taught to see every- 
thing in the light of capital. We live income 
but we think capital. We think $10,000 is a lot 
of money. We would think $600 as an income 
rather insignificant, and yet that is the most 
$10,000 can be worth. 


Not Capital 
We as agents have been selling capital. ig- 
noring that we are not selling capital except for 
specific and limited purposes. We are selling 
income for that is all the family knows any- 


thing about. 


Can you see widow and children without a 
head to guide, and with little heart to go on? 
If you can you will see that they are not con- 
cerned about how much capital, but they are 
concerned about how much income. 

What does his family live on while the buyer 
lives? What will they live on after he is gone? 

The wife knows, income. She doesn’t know, 
capital —Conmuto pics. 


Regional Convention Held 
A regional convention was held by the West- 
ern and Southern Life Insurance Company, 
Cincinnati, on June 8 at the William Penn Ho- 
tel, Pittsburgh. 


UNQUESTIONABLY 


We have the finest disability contracts 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 


Some good territories may be had in 
Michigan, Pennsylvania, Indiana, II- 
linois, Missouri and California. 
Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 























SOUTH BEND, INDIANA 
Stock Company, Aathorized Capital, $1,000,000 
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“This summer colony certainly attracts a fine class of people. 
Who is putting up that charming new cottage?” 

“Joe Jenks. He’s a Perfect Protection Man with Reliance Life, 
and a great fellow. You must meet him.” 














HE steady growth of new agencies 
is an indication of fundamental 
strength. 


It points unmistakably to the public’s 
approval of policies. 


It shows the enterprising spirit of the 
organization. 


t 
f 
} 


And it speaks for the profitable ar- 
rangements with representatives on 
which all insurance growth so greatly 
depends. 


PHILADELPHIA LIFE ; 
INSURANCE COMPANY ! 
111 North Broad Street ; 
Philadelphia, Pa. 






































“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 

measure its success by the good it performs 
rather than by great size. Through eighty-six years 
THe Mutuat Lire INsuRANCE CoMPANY OF NEW 
York, the “first American Company,” has measured 
its success by the scope, manner and degree of its 
service. In such a way it is measuring now as its 
service broadens. 


Issuance of contracts of all standard forms, sub- 
stantial dividends, income settlement provisions, 
Disability and Double Indemnity Benefits, and 
prompt payments and practices for convenience of 
members are embraced in its present service. . 


It welcomes as field representatives those who 
know that success is according to the natural law 
of compensation—that the best comes to those who 
give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 


and 
Manager of Agencies 




















Writing Casualty Insurance 
Fidelity and Surety Bonds 
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Business of Serving Families 


Some Outstanding Success Rules for Life Insurance 









Salesmen Expressed in a Novel and 


Convincing Manner 
By W. W. WILLIAMSON 


General Agent, Connecticut Mutual Life Insurance Co. 


SELLING INCOMES, AND HOW 


F I were to choose another subject that 
I more fully definies what I wish to talk 

about it would be The Completed Sale. 
You will agree with me that the use of the prod- 
uct we sell when it comes into the hands of 
those for whom it was purchased, is just as 
important as the sale itself. It could be even 
more important. because if a family lives in af- 
fluence for a while and then in want for a long 
while it might have been better had they never 
lived in affluence at all. 


Making More Money 


But we are hard-hearted men and it is per- 
fectly proper that we should look at this sub- 
ject in the angle of how can we make the most 
money. If by the use of one method we can 
make more money we will use that method, as- 
suming of course it is legitimate. 

Is there a way we can increase our income in 
the business we fellow? 

Is it proper that we should assume responsi- 
bility for the use of money? 

Will we make more money if we assume that 
responsibility ? 

Let us see. Business concerns are in busi- 
ness to make money. Those that are making 
the most money are those who concern them- 
selves with the use of that which they sell, by 
the men who use it. In other words, commer- 
cial houses are teaching their salesmen to be- 
come service men, and in proportion as they de- 
velop them as such the firm makes more money. 
And so does the salesman. 

In is a fair question: If you can make a thing 
you sell go twice as far by teaching how to use 
it, will you sell more? Paradoxical as it may 
seem, you will, and I will leave you to reason 


that out vourselves. 


How to Talk from the Heart 
We are not in the business of serving a buyer 
of Life Insurance. 
serving the family for whom the buyer buys his 
Life Insurance. And if you want to be a suc- 
cessful salesman, every time you converse with a 


We are in the business of 


prospect do not see the prospect. Rather in your 
imagination see standing back of him in the mis‘ 
a woman with children standing beside her who, 
when your product comes into service, will have 
forever lost the man you are talking to. If you 
do that you'll talk from the heart because you'll 
feel from the heart. And the heart of the buyer 
will respond to you. You do not nee? to talk 
about the window and children—just think about 
them, and vour talk will be the right kind. 

We need to know something of the collective 
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nund of the average buyer in order to understand 
some of his prejudices, not necessarily to talk 
about them but to understand them, for the man 
who understands, strangely, does not need to 
talk about it in order to be convincing. Your 
buyer has unquestionably inherited a repug- 
nance against the perpetuity of estates. His an- 
cestors came to this country to get rid of that. 
Therefore, he has a certain prejudice against 
tving up property from those to whom he in- 
tends to leave it. He may have lived in an en- 
vironment of comfort and plenty, and the habit 
of thought is that that will continue. He has 
not analyzed the factor that those who survive 
him may not be under the same environment nor 
under the same control as to the use of those 
things left to them. 


Starting from Scratch 

He may be a man who has during his life- 
time accumulated all he has. He started with 
nothing. He may think his children should 
start from the same spot, that they will be bet- 
ter for having done so. He isn’t an Indian 
by nature who invariably starts his son where 
he started and who never gets past where he 
got. But that’s his unconscious feeling that 
they must earn in order to learn. 

The pioneer is disappearing and we are now 
reckoning with the fact that we should so 
build that our children will start where we leave 
off. And we must recognize the fact that 
whether we think so or not they will not start 
where we started, and especially if they have 
lived differently while the creator of the estate 
was living. 

Few men look beyond their death—fewer 
want to. 

There is an inherent repugnance to think of 
one’s own death and in planning for the things 
that will occur afterwards. We all have a deep- 
seated feeling that the things we buy we would 
like to be here to enjoy, and that we would 
rather not be concerned greatly about what 
happens after we are gone. 

In America we have been taught to see every- 
thing in the light of capital. We live income 
but we think capital. We think $10,000 is a lot 
of money. We would think $600 as an income 
rather insignificant, and yet that is the most 
$10,000 can be worth. 


Not Capital 
We as agents have been selling capital. ig- 
noring that we are not selling capital except for 
specific and limited purposes. We are selling 
income for that is all the family knows any- 
thing about. 


Can you see widow and children without a 
head to guide, and with little heart to go on? 
If you can you will see that they are not con- 
cerned about how much capital, but they are 
concerned about how much income. 

What does his family live on while the buyer 
lives? What will they live on after he is gone? 

The wife knows, income. She doesn’t know, 
capital—Conmutopics. 


Regional Convention Held 
A regional convention was held by the West- 
ern and Southern Life Insurance Company, 
Cincinnati, on June 8 at the William Penn Ho- 
tel, Pittsburgh. 


UNQUESTIONABLY 


We have the finest disability contracts j 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 

















Michigan, Pennsylvania, Indiana, II- 


Some good territories may be had in 
linois, Missouri and California. 


Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 
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Helping Men to Be 
Better Bosses 


“Nobody to boss you!” is a common lure held out to 
prospective life insurance agents. But this happy condition 
is not without its disadvantages. Unfortunately, human 
nature being as it is, even the best of men find it difficult 
at times to initiate and maintain enthusiasm at an unwaver- 
ing and perpetually high pitch. The Peoria Life agency 
program is deliberately scheduled to revive flagging ac- 
tivity and to counteract the occasional slumps which beset 
the most resolute. 


Since the first of the year, Peoria Life agents have com- 
pleted two rousing campaigns which have added new zest 
to their work and many thousands of dollars to their earn- 
ings. The permanent wholesome influence of these efforts 
is seen in the continued high production which persists 
long after the campaigns have run their course. 


Right now, Peoria Life agents are eagerly swelling their 
production and their incomes to qualify for the company’s 
annual outing to be held this year at Banff, in the heart of 
the Canadian Rockies. Thus does the Peoria Life agency 
plan lend interest and vigor to the programs of its indi- 
vidual agents—helps them in the formidable and sometimes 
irksome task of bossing themselves effectively. 


Co. 


Peoria Life Insurance 


Peoria, Illinois 


 - 


























SUCCESSFUL ANSWERS TO 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
quests from our subscribers, we have reprinted it in book- 
let form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the nn aes of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 


Single copy $1.00, postpaid 


Discount on quantity orders | 


Send Your Order to 


THE INSURANCE FIELD CO. 


P. O. Box 617 Louisville, Ky. 



































Collaborators for the General Good! 


We cooperate in the expansion campaign of the National 
Association because, among other things: 


Life underwriting owes to the Associations, and to Fieldmen, 
present-day advanced life insurance salesmanship. They, 
meeting the public intimately day by day, learned the essential 
appeals for producing the affirmative response of a signed appli- 
cation. They learned that the chatter in life insurance can- 
vassing material about cash values, loans, reserves, and the 
like, was without the slightest power in salesmanship, and that 
tenth-rate printing was fodder for the wastebasket. They 
pressed for reform in life insurance literature, and they assailed 
Home Offices with requests and demands for that education in 
salesmanship which is now becoming general. The Associa- 
tional influence thus successfully exerted benefits to every pro- 
gressive life underwriter today, and for that one reason, out 
of many others, should command the loyal support of every 
Fieldman and the commendation of every Home Office. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Independence Square 


Founded 1847 
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FIRE AND LIFE 






GENERAL BUILDING 
PHILADELPHIA 


ceident 





“Oh ASSURANCE CORPORATION, Lid. 


ae RICHARDSON, United States Manager 
- 47 & WALNUT STS. 

















THE PEOPLES LIFE INSURANCE CO. 


(Illinois) 


A Legal Reserve Co Organized in 1908 


Every Desirable Provision 
Contained in our Policies 
Peoples Life Bldg. 
Chicago 
SEYMOUR STEDMAN, Pres. 


Home Office 

















—Arkansas—California-—Colorado 


Oregon—Pennsylvania—Tennessee — Virginia Washington— West Virgin 


“INDEPENDENCE FOR DEPENDENTS” 


Request details for our remunerative contracts for 


AGENCY MANAGERS 
for, Colorado, West Virginia, Illinois, Indiana, 
Pennsylvania and Ohio 


You will benefit by our special attention now to these States 


Security Life Insurance Company of America 
134 North La Salle Street, Chicago 
0. W. JOHNSON, President S. W. GOSS, Vice-President 


Illinois — Indiana — lowa — Kansas — Kentucky — Michigan — Minnesota 


——OlGO——" 18D ON —" 49 N—TAnossipy— 


ia 


THE SPECTATOR 


June 20, 1929 









NS ey Aa sD 


1 UBM ea Dee. OCA ca hs cae os a BEANE EDEN 


BY I LLIN RENCE EIR OR IM NN TTS SRE 














RTM ty a 2M 








HAVING OVER $100,000,000 IN FORCE 


DETAILED STATEMENTS OF INDUSTRIAL LIFE INSURANCE COMPANIES 


























































































































é . American Colonial Common- John Life and Life Ins. Metropolitan Mutual National Life | Prudential Western & 
Industrial Companies Nat'l, Tex. | Life, N.J. | wealth,Ky. | Hancock | Cas., Tenn. | Co. of Va. Life Md. and Ace. Southern 
ApMITTED ASSETS $ $ $ $ $ $ $ $ $ $ 
Real estate..........+... 1,766,206 68, - 445,129} 16,614,176 539,437 2,197,607} 35,854,511 1,282,776 $41,264; 29,861,585 1,480,562 
Mortgage loans........... 15,660,381 10,600 7,001,521 271,426,437 4,881,758 49,838,478] 1,214,490,900 3,444,732 8,721,642} 975,635,641 74,907,118 
Bonds owned............ 10,001,303 2,407, 750 1,160,321] 129,865,160 2,564,412 2,204,624] 1,089,558,550 3,976,473| 11,235,222] 786,021,460 8,567,153 
Stocks owned (mkt. val.).. 130,157 660 4,255 5,564,067} ........ ,975 17,845,122 77,525 99,394 24,250,465, =... 
COREE eee ccaeel’ acntarecl) _ ~sapsanes 372,800 151,082 200, 500,000 135,943 1,289,450 yt rere meee or ee 
Prem, n. & 1. to pol’yh’ld’rs 3,123,464 276,245 1,403,631] 47,115,320 478,962 4,401,604] 221,394,555 38,152 453,959] 128,622,723 2,742,111 
Cash in office and bank, ete. 1,286,319 502,766 271,903 1,685,145 147,252 970,573 10,471,912 384,780 1,037,830 14,188,169 ,812 
Deferred and unpaid prems. 37,219 136,800 232,800 12,094;448 352,713 582,655 62,081,092 274,118 503,652 40,462,559 1,498,836 
Accrued interest and rents. 579,871 152,226 141,632 11,655,872 139,921 854,164 43,643,381 118,967 277,203 29,966,814 1,474,482 
Total admitted assets. .. 1033,384,920 14,144,546 11,033,992} 496,171,707 9,304,455 61,559,680) 2,695,475,966 11,086,973 23,404,791] 2,029,018,416 90,701,074 
Book value over mkt. price 117,913 OF. -sckaceeeh, tobe Ly i) | eer Co, rE Te eee | roe 
Assets - admitted....... 351,038 84,289 191,998 3,623,068 254,358 204,136 11,323,318 86,875 86,983 12,975,334 182,452 
IARILITIES 
Policy reserve............ 27,954,344 12,042,509 8,466,771} 420,352,437 6,714,732 50, ens 104} 2,361,360,057 9,579,960 13,254,495| 1,813,637,080 79,204,368 
Reserve on supp. contr.. 01,204 5,299 71,737 3,835,376 300 039 19,679,089} ........ ,05 27,212,422 72,469 
Policy claims............. 419,393 132,372 22,508 2,245,815 91,115 368 208 15,753,362 38,875 122,491 16,457,077 350,000 
Div. apportioned for 1929. . 3,306 Geek | éeecewcs 17, 620, rae 4,776 50,679,733 pk error piv, 3 | Sees 
Special assigned funds and 
deferred div. reserve... 107,801 3 | ae 117,147 350,000 1,742,475 27,246,657 65,000 500,000 24,172,370 158,581 
Unassigned funds......... 4,075,462 1,812,238 2,301,507} 38,667,784 1,734,589 7,942,931; 160,076,000 1,241,269 4,627,418} 491,509,277 9,824,625 
Unpaid div., div. to accum- 
ulate ~ other liabilities 523,410 132,431 171,469 13,133,148 405,719 1,077,147 60,681,118 129,601 4,883,328 28,308,554 1,091,031 
NCOME 
Premiums on new policies... 1,130,705 136,939 309,308 7,300,646 295,999 379,012 36,087,860 1,153,851 465,227 24,041,386 1,034,570 
Renewal premiums........ a11,556,008 4,349,967 2,581,752 82,817,905 53,954,217| 1211,395,463) 506,964,142 64,061,740 07,416,927] '5401,488,326) 423,770,679 
DivsOPIC PUT PUNNR cc cece] cescscec] ev dicoedes Cl.) | eee 192 259,6 SAGE 8 Saewades to’ | re 
Dividends applied to pay } 
Pe fg SS ns cere 148,467) eet) eee 2,983 24,439,885 5 errr 18,896,520;  ........ 
Surrender values applied to } 
pe Sy li ic el i, es |e ee | y | CO a rere py. ere SIGE.  cckawaayh © paaeneves 
Surrender values og ogg to| } | 
purchase paid-up ins. pO) eee 13,884| (|) | Pere) MEAP ee Pe See Cre Me aes bt: 
Araviee coe a 57) | see 7) S771). I9SaRanRy 8... 1,300 et | 
Disability and double ind. . | 158,800 10,805 32,790} oS || ee 81,302 6,376,205 12,775 24,907 7,674,622 141,225 
Total premiums. ....... | 12,874,825 4,497,711) 3,086,201) 11103,508,142 4,250,216 11,886,663} 594,374,042 5,240,608 7,909,229} 459,187,199 24,946,474 
| | 
Received for supp. contr... | | Corre 10,041) Pty | rr re 10,490 2,168,069;  § ........ 2,500! 7,781,564 17,404 
Interest on mortgages... ..| 806,249 614,465 381,579 14,603,608 242,661 2,805,447 63,377,510 162,837 321, 838} 48,669,792) 4,012,679 
Int. on bonds and stocks... | 569,493 79,513} 55,679) 5,731,749 137,163 283,739} 48,180,551 148,165 421,202 35,781,978) 282,106 
Interest on other securities. | 194,021 30,689 92,369 2,501,598 41,583 83,138 11,275,758 52,566 49,670 7,017,178 137,637 
MR aestesied vaycel 149,601 1;512| 35,445 956,631) 22,051) 157,591 4,765,645 77,135 56,382 3,106,471 93,924 
Total interest receipts. .. | 1,719,364 726, a 565,072 23,793,586 443,458] 3,329,915 127,599,464 440,703 849,092 94,575,419 4,526,346 
j | | 
All other income.......... | 99,797 20,295) 368,568} 2,032,404 62,308 48,185 4,130,270 1856,461) 105,109 5,046,301 67,946 
_? DROOMRE. «6.5 2k | 14,698,840 5,244,185 3,729,882) 129,841,856 4,755,982 15,275,252 728,451,845 5,737,772 8,865,930 566,590,483 29,558,170 
ISBURSEMENTS | | | | 
Death losses paid.........} 2,772,811 1,146,229) 585,801| 25,620,878 926,449 2,869,924 115,702,741 719,082} 1,992,146 90,119,993) 5,545,971 
Matured endowments..... j 108,471 48,005) 19,458 1, 962, an. . deaswaes 210,598 29,020,249 6,573 | 663 8,733,607 | 625,410 
PDN 0 sip 3a. sist ocala 2'620 baieeees 558 Ve oe ree 13,590 EEE gacuegcdl 8 svaadeeed 780,536) nda aes 
Surrender values.......... 1,062,924 337,725} 213,645 13, 373" 070 226,037 1,433,401 56,457,220 408, 368 106,653 50,286,310 1,672,929 
RUN 5.5 cccia siamo | 97,5 8,825) 169,693 14,526,522, sw cccceee 14,1 66,714,389 pe Sere 64,281,123 8,484 
Disability and doubleind... 92,797 49,331, 21,098} 678,623 5,718 43,943 7,301,202 6, 00) 19,125 10,208,378 59,475 
Total to policyholders. .. 4,137,147 1,590,115] 1,010,253 56,252,308} 1,158,204 4,585,643} 276,404,729 1,155,793| 2,118,587; 224,409,947 7,912,269 
Paid on supp. contracts. . . 3) ere | + 480] 421,094 419 13,008 af ee 1,811 6,431,291 15,931 
Commissions and agt. exp.. 4,961,203 1,603,327 920,268} 19,288,828 1,629,215 2,960,804} 88,903,372 2,088,965 2,801,915 75,806,636 6,005,072 
Medical examiners’ fees and 
inspection of risks...... 106,949 28,581 36,213 467,590 61,295 76,075 3,278,247 45,649 116,410 1,207,158 77,262 
Salaries of officers and home 
office employees........ 459,151 306,304 236,482 3,065,314 155,374 763,889 16,356,350 237,658) 284,984 10,225,868 702,588 
De! Re aE Re 265,125 80,650 68,819 1,384,051 52,159 223,909 4,681,259 137,856} 120,049 3,208,034 295,309 
BUVORUIINS 6. ooo 5a niccce's 60,745 5,989 22,309 213,896 30,218 27,966 698,198 740 52,803 205,635 54,373 
Other management exp.... 265,919 59,921 62,480 2,247,805 122,610 205,959 6,445,160 99,251) 177,179 5,740,497 405,613 
Total management exp. . 6,119,092 2,084,772 1,346,571 26,667,484 2,050,871 4,258,602 120,362,586 2,610,119 3,553,340 96,393,828 7,540,217 
MOR ic'ne ovis aan ee 251,598 100,423 70,530) 2,061,253) 115,981 379,299 11,516,414 102,246) 233,380 12,276,526 a ; = 
Rep. and exp. on real estate 46,531 441 12,724 367,153? 9,250 47,607 2,569,360 19,289 25,827 1,126,460 
Losses on sales, depr., etc. 1240,000 2180,000 4220,000| 85,262! 560,823 72,682,925 922,969,773 Ol “‘wdawonen 1,650,982 16], 953) o73 
Total misc. disburse’mt’s 6,673,039 2,365,636 1,654,314 29,602,246} 2,737,344 7,380,441 158,585,133 2,731,684 3,814,358 117,879,087 9,910,636 
Total disbursements. ..... 10,810,186 3,955,751 2,664,567} 85,854,554 3,895,548 11,966,084} 434,989,862 3,887,447 5,932,945| 342,289,034 17,822,905 
ee — ak CREE 3,888,654 1,288,434 1,065,315) 43,987,302 860,434 3,309,168} 293,461,983 1,850,295 2,932,985; 224,301,449 11,735,265 
oLicy EXHIBIT H 
New ins. written { Policies 0 37,326 74,572 8,131) 116,138) 13,785) 10,514 607,651 10,939) 17, $36 699,081 34,934 
paid-for basis 9 (| Rae 5 eit | eS | eee | Meee eRe 
} z 583,587 105,057 96,411 991,018) 665,921 212, 930] 4,811 ,950| 191,821 646, 913 3,799, +707 482,167 
) Amount 0 54,365,719 75,532,206 12,223,843/ 260,920,598) 17,254,948 16,550, 758) 1,184,621,030) 10,456,834 27,447, 419| 1,092,489, 046) 39,837,581 
| 9 TESTEGOR, iw awoccs 170,000 60,181 :325| Someceaeh -xjeeuaaaas 506,020,082;  ........ | a phony 000) "217, 438,604, ...... 
{ t 220,957,584 27,241,557 | 25,217,128 239,933,136) 90,890. ,244| as 442) 1,146,284, Tal 66,479, 830} 1, 199,084,301) 143, 954, 796 
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American National—” Includes assets of the Accident branch. 
Commonwealth, Ky.—? Includes $63,012 surplus paid in. 
6 Includes $505,000 dividends to stockholders. 
Metropolitan— Includes $299,342,494 industrial premiums. 
c Includes industrial premiums. 


life premiums, 
stockholders. 


premiums. National Life and Accident. 
par value of $2,000,000 capital stock of the company has been purchased pursuant to the provisions of Chapter 99 of the Laws of New Jersey for the year 1913, and is now held by V 


James Kerney, trustees for the policyholders of the company. 
z industrials. 


to stockholders. o ordinary. 
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g group. 


4 Dividends to stockholders. 


1 Dividends to stockholders. 


15 Includes $283,249,678 industrial premiums. 


a Includes industrial premiums. 
Jobn Hancock— Including industrial premiums. 

Life Ins. Co. of Va.—?? Includes $8,576,124 industrial premiums paid in cash. 
9 Includes $10,913,627 health and welfare work. 


Western and Southern.—d Includes industrial premiums. 


Colonial, N. J.— 


2 Dividends to stockholders. 
Life and Casua!ty, Tenn.— Includes $3,181,779 industrial 


r Includes reinsurance. 


7 Includes $772,500 cash and $2,000,000 dividends paid to 


Mutual Life—!3 Includes $46,850 surplus paid in. 
Prudential—'* Includes $24,675,321 contingency reserve for mortality fluctuations or possible rg oe Fm in assets; $1,890,755 
fivian M. Lewis and 
16 Includes $850,000 dividends 


Life Insurance 


b Includes industrial 
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Common Sense Rules for the 
Debit 
(Concluded from page 15) 


on the sculptor. This is the type of thorough- 
ness that really counts and no other kind does. 
The works that have always challenged the 
world’s admiration for ages have been the re- 
sult of unwearied toil, and absolute thorough- 
nuess. Michael Angelo, who if any man that 
ever lived, had a right to rely on genius only, 
said of himself that all the great accomplish- 
ments with which he is credited, were but the 
result of painstaking study and downright 
thoroughness. If this is true in the case of such 
men as Michael Angelo and all the other illus- 
trious men of all time, why may it not likewise 
be true of the debit man? IT IS. GIVE IT A 
TRIAL. Another good rule to keep in mind is 
this: NEVER ALLOW YOURESLF TO BE 
SATISFIED YOUR WITH YOUR REC- 
ORD. This does not mean that you should not 
have a certain degree of contentment; it does 
not mean that you should not be proud of what 
you are doing, and that you should not take 
a pride of what you are doing, but rather 
that you should never allow yourself to 
become entirely contended and then satisfied. 
The great Steinmetz, said: “The 
world beiongs to the dissatisfied.” At the 
time I read this from his wondered 
just what he meant, but since I have learned 
that satisfaction usually means stagnation, and 
I have learned more and more to appre- 
ciate what he meant. Rejoice over what you 
have accomplished, but do not iet yourself feel 
that you are doing all that you should expect 
from yourself. 

The wiie of Opie, the great painter, made 
this statement after his death: “During the 
nine years that I was his wife, I never saw him 
satisfied with one of his productions; and often, 
very often, have I seen him enter my sitting 
room, and, throwing himself in an agony of 
exclaim: ‘I never, 


genius, 


pen, I 


despondence on the sofa, 
never shali become a painter as long as I live!’ 
And it may be truthfully said that it was this 
noble despair, which is never felt by vulgar ar- 
tists, in painting or in debit men who are paint- 
ing their own records for the benefit of them- 
selves, their families and the companies they 
represent, to behold, this pursuit of an ideal, 
which, like the horizon, ever flew before him, 
that spurred Opie to higher and yet higher ef- 
forts, till he filled one of the highest niches 
in the artistic temple of his country. And it is 
this same noble despair, this same clinging after 
an ideal, tiiat will enable debit men to go for- 
ward in their chosen profession. NEVER BE 
SATISFIED. The best rule that I know 

for making a success in the business of indus- 
trial insurance is that of old fashioned WORK. 
There is absolutely no substitute for the thing 
There never has been and will 
The great 


called work. 
never be any substitute for work. 
men.of all ages and climes have been men whic 
knew the value and meaning of honest toil. Ii 
debit men get discouraged about the work they 
imagine they are doing, let them learn a little 
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about what success has cost men of other ages 
than the one in which we live. For instance, it 
is said that Buffons “Studies of Nature” cost 
him exactly fifty years of relentless toil, and 
it is said that he actually recopied it eighteen 
times before he finally sent it to the printer. 
He composed it in a singular manner, writing 
on large sheets of paper, on which, as in a 
ledger, five distinct columns were ruled. In the 
first column, he wrote down his thoughts; in 
the second, he corrected, enlarged and pruned 
them down, and so on until he had reached the 
fifth column, within which he finally wrote 
down the result of his labors. But even after 
this, he would recompose a single sentence 
twenty times, and at one time devoted fourteen 
hours to finding the proper word with which 
to round off a period. Debit Men, let this illus- 
trious example of a real work, inspire you as 
never before to work HARDER and BETTER 
than you have ever done before! 

It is also related that Shakespeare became or 
rather developed his superiority as a dramatic 
poet by remodeling old plays. Byrons “Hours of 
Idleness” formed a great deal of his training 
for the later production of “Childe Harold.” 
Every work must have a beginning, a middle 
and an end; and the beginnings in art are sel- 
dom equal to the endings. The handling of a 
debit calls fdr real art and common 
Nearly all novel writers have written a score or 
more of unsuccessful novels before they have 
been able to produce a so-called “Best Seller,” 


sense. 


and most painters have painted many poor pic- 


tures before producing a real masterpiece. The 


poor ones merely served as their practice work, 
the work in the apprentice hands which later 
enabled them to stand head and shoulders above 
the crowd, and when they once get their hand 
well in, performance becomes easy, noble con- 
ceptions come naturally, and success is assured. 

Recapitulating, we have: 

FIRST: Use common sense in dealing with 
your policyholders. SECOND: Learn to lapse 
with a good writing to cover it. THIRD: In- 
crease your collections while the business is still 
in its primary stage. Start before it is issued. 
FOURTH: Be thorough in every transaction. 
FIFTH: Never be satisfied with your accom- 
plishments. SIXTH: Learn to work or get 
out of the business. 

And EVERYONE OF THESE SPELLS 
COMMON SENSE. 


Industrial Agents and Life 
Insurance 
(Concluded from page 3) 


While the population has no more than 
tripled, the policyholders of industrial insurance 
have increased over sixteen thousand times. 
It is almost impossible to estimate the amount 
of ordiuary insurance written and now in force, 
or paid claims or matured as endowments, 
which is strictly attributable to industrial in- 
surance agents. The two largest life insurance 
companies in the world are industrial insurance 


companies. 





FORGING AHEAD 
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in Force 


Gains for 1928 


Increase in Paid-for Busi- 
ness over 1927 ... 


Increase in Gain in Insur- 
ance in Force over 


Gain in Total Insurance 


20.38% 


42.21% 


7.8% 





Another Big Year Ahead 








THE MANHATTAN LIFE 
INSURANCE COMPANY 


New York City 


Madison Avenue at 60th Street 
Founded 1850 


Thomas E. Lovejoy, President 
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How a Change of Pace Helps Business 
A Veteran Agent Explains How He Keeps 


from Going Stale and Stays at 


ES, I’ve been selling life insurance for a 

quarter of a century and some of the 

boys tell me I’m a wonder because I 
keep right up at the top of the heap all the time 
in sales in spite of the fact that there are so 
many younger men in the game nowadays with 
what are supposed to be younger ideas and more 
pep. 

How do I do it? I'll tell you. It’s because 
I keep two definite ideas before me all the time. 

First—To have an open mind toward the sell- 
ing of life insurance and toward business and 
life and everything else. 

Second—To change my pace every now and 
then. 

Which of these two things is the more im- 
portant, I can't say. I feel that each of them is 
tremendously important to me and has had a 
great deal to do with my success. 

The open mind is a mighty big thing. It 
means to keep from getting fossilized. It means 
to be able to change ideas and methods as the 
ideas and methods and trends of the times 
change. 

If you don’t believe that this thing of having 
an open mind is just about as important as any- 
thing else in selling life insurance, look at some 
of the advertisements that the biggest corpora- 
tion in the world—General Motors—is using. 
In many cf its advertisements General Motors 
stresses the fact that it has an open mind to- 
ward new inventions, new styles and progress 
in the automotive industry and it says that 
because it has this open mind and isn’t fossilized, 
it is able to get the tremendous volume of busi- 
ness it has all the time and stay on top of the 
heap. 

Not only does General Motors have an open 
mind all the time but it goes out of its way to 
meet change more than half way because it 
realizes that every ten years there are 25,000,- 
000 voung people coming of age in this coun- 
try and assuming a prominent position in the 
nation and these young people have new ideas 
and new thoughts and are intolerant of the an- 
tiquated things. 

Now that’s something for the life insurance 
agent to consider, I believe. Think of all the 
young popile coming up all the time to whom 
we will sell life insurance. Think of the new 
style policies we have to sell and the new sales 
methods we must use. I tell you, if I didn’t 
have an cpen mind toward changes and if I 
didn’t meet change more than half way by con- 
stant study of the modern methods of handling 
insurance, I’d have lost out some years ago. 

I was interested the other day in talking to a 
life insurance friend of mine of about the same 
age as myself who started selling insurance at 
about the same time I did. This friend of mine 
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By Frank H. WILLIAMS 


has had tough going in recent years and he was 
complaining to me about it. 

“The good old days were the best,” he told 
me. “The old straight life insurance policies 
were the best. I don’t know what the life in- 
surance business is coming to.” 

“Joe.” I told him in a friendly way, “the 
times are better than ever. The reason you 
aren't doing so well is because you haven’t kept 
step—vou've stopped growing—you haven't 
l-ept an open mind about change.” 

But he didn’t know what I was talking about. 
He was completely fossilized. I’m afraid he’s 
going to go from bad to worse and eventually 
lose out entirely. 

Keeping an open mind— that’s what the life 
insurance agent simply must do if he is to hold 
his head above water as the tides of change 
sweep past him. 

Then this second thing of changing my pace 
is of great help to me in keeping up with the 
leaders. 

What do I mean by a change in pace? 

I mean the doing of something different from 
time to time instead of constantly doing the 
same old thing in the same old way. 

For instance, I have my best success when I[ 
tackle successful business men of about forty 
years old. I put across a lot of sales to them 
and in very good amounts, too. Consequently 
the tendency with me is, of course, to confine my 
sales efforts almost entirely to them and neg- 
lect everything else. 

Well, every now and then I find that I’m not 
doing so well with this type of prospects. I 
find that my sales talks are sounding flat and 
stale. I find that the prospects are dismissing 
me without very much consideration. In other 
words, I’m in a rut with regard to these pros- 
pects and I’m losing out with them. 

So, when this sort of thing occurs I change 
my pace entirely. I cut out this class of pros- 
pects and devote myself to an effort to sell 
to young men, for instance, who can’t afford 
to buy more than $1000 or $2000 policies at the 
most. I work this class hard. I give to it 
everything that I know about selling insurance. 
I dream it, I eat it and I live it. And the result 
generally is that although this isn’t my favorite 
line of work at all, I do very well at it. 

Then, after some strenuous weeks at this sort 
of selling, I go back to my regular line with a 
feeling of relief and with renewed wim, wigor 
and witality, as you might say and I go over 
bigger than ever. 

That’s a real change in pace. Perhaps that 
sort of thing might not work out so well with 
other life insurance agents, but it sure works 
out fine with me. 


Again, my normal method of selling is to do 


as little talking as possible and to make the 
prospect do quite a little talking. In this way 
I make the prospects take a deeper interest in 
the conversation and I make them tell me more 
vital things about themselves. Of course, the 
more I learn about prospects in this way the 
better I’m able to talk to them in such a way 
that they'll want to buy. 

Well, every now and then I find myself 
tiring of this method of attack. So when that 
sort of thing occurs I change my pace and do 
just about all the talking myself. Say, you'd 
‘ye surprised at what a change it makes. Some- 
times after changing to this style of sales effort 
I've found myself hoarse at night and my throat 
really tired. But I’ve stuck to the change, just 
the same, and by doing so have found myself 
hitting on good sales arguments which I’d prob- 
ably never used otherwise and in future sales 
conversations I use these arguments to very 
good advantage. 


No Such Thing As Certainty 

The nearest approach to certainty that may 
be found in the business world is given by life 
insurance. Illustrations of this fact are given 
by the business news of almost every newspaper. 

We recently read of a knitting mill in Mil- 
roy, Penna., which had been closed after more 
than ninety years of continuous operation. In- 
surance was not a factor in this news story, 
but it may readily be seen how important a 
place it might have held in the decision to 
wind up this nearly century old business. 

The mills were closed down because of poor 
business conditions, in order not to imperil 
the estate of a fourteen-year old boy. The 
mill property represented a large part of the 
inheritance of this boy from his father, the 
residue of the estate amounting to less than 
fifteen thousand dollars. In closing the fac- 
tory, the executors stated that the operation 
would entail a hazard to the boy’s trust fund 
which they felt it improper to take. 

And so this fine old business with its ninety 
year record was closed down, with resulting 
loss of employment to many people, because 
one man could not live to meet the changing 
conditions faced by his boy and had insuffi- 
cient insurance to provide with reasonable cer- 
tainty for that boy’s future. 


A life income to the beneficiaries is one way 
provided by life insurance which gives them 
a safe anchor to windward and permits them 
to moor in the shoal waters of financial secur- 
ity unmolested by the rising and falling tide 
of business fortunes—Fidelity Field Man. 


Life Educational 





























BALTIMORE 





A PROGRESSIVE 


SURETY and CASUALTY 











COMPANY 











PIM eM Me ss os eM > 














Central States Life 


Insurance Company 
St. Louis, Mo. 


Policies for All Ages 1 to 70 

Both Participating and Non Participating 

Children’s Policies with Beneficiary In- 
surance 

Disability and Double Indemnity 

Surgical and Dismemberment Benefits 

Special Monthly Premium Plan 

Nen Medical 

Standard and Sub-Standard 

Sales Planning Circularization 

Perseverance and Producers Clubs 

Special and Standard Policies 





AVAILABLE TERRITORY IN _ ARK., 
CALIF., COLO., FLA., IDA., IOWA, ILL., 
KAN., MO., MONT., MINN., NEBR., 
OKLA., N. M., S. D., TEX., UTAH, WYO. 











WRITE DIRECT TO HOME OFFICE 

















ASSURANCE COMPANY, Ltd. 
of LONDON 


150.WILLIAM STREET NEW YORK 








147 years of successful business operation. 











q , INDEMNITY COMPANY 


150 WILLIAM STREET NEW YORK 


























Missouri Insurance Company 


ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $200,000.00 





| Admitted Assets December 31, 1927 $784,034.00 











An Exceptional Opportunity 


for 
General Agency Contract 
Unusually Liberal Terms 
| Splendid Territory 
| Home Office Cooperation 


Oldest Legal Reserve Company in Texas. 


Texas Life Insurance Company 
Write Today Waco, Texas 














Good territory available in Texas and 
Oklahoma to Agents who can qualify as 
to character. 


SOUTHERN UNION 
Life Insurance Co. 


of 
Fort Worth, Texas 
JAS. L. MISTROT, Pres. TOM POYNOR, V.-Pres. 

















of Worcester, Mass. 
Incorporated 1844 


Service to Agents 
Liberal Policy Contracts 
A Low Net Cost Record 


AN IMPROVED DIVIDEND SCALE FOR 1928 
THE SIXTH INCREASE IN EIGHT YEARS 


STATE MUTUAL LIFE ASSURANCE CO. 
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Columbia Fire Insurance 
Scholarships 





Twenty-Three Scholarships 
Subscribed for the 
Entering Class 


University Devises Special 
Curriculum 





Courses Expected to Attract Higher 
Grade of Personnel for Develop- 
ment of Executive Material 





In 1927, through the efforts of a committee 
consisting of E. R. Hardy, assistant manager 
of the New York Fire 
C. L. Tyner, president of the Home Insurance 
Company, and C. F. Shallcross, United States 
manager of the North British & Mercantile 
Insurance Company, arrangements were made 
with Columbia University for the establish- 
ment of the Fire Insurance Scholarship Course. 
Several of the leading fire insurance companies 
subscribed for 19 scholarships, and to date 23 
scholarships have been subscribed for, the class 
beginning its work in September, 1929. 

During their two-year course these men, 
at the expense of the companies, receive a 
general education in English, economics and 
business subjects allied to insurance, at the 
University. They are also required to follow 
specialized insurance courses, and are given 
practical work in the insurance offices. The 
practical work is, in many cases, organized 
as laboratory work, with a view to giving as 
intimate a knowledge as is practicable of the 
operation of a fire insurance company. 

The University has organized a 
supervised curriculum for this group of stu- 
The general courses have been in charge 


Insurance Exchange, 


specially 


dents. 
of University instructors, while the insurance 
courses have been given by prominent insurance 
men, who have generously devoted their time 
to further the purpose of the courses. 

The organization of this course is an ex- 
pression of the need of the insurance business 
to attract a higher grade of incoming per- 
sonnel for development into executive material. 
Executives, and those connected with the ad- 
ministration of the course, feel that it has 
justified itself so far, but its success cannot 
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be determined until several classes have gone 
into the business, and have shown whether 
the hope of attracting capable young men has 
been realized. 

Information concerning the award of scholar- 
ships may be secured from Mr. E. R. Hardy, 
secretary and treasurer of the Insurance In- 
stitute of America, 85 John street, New York 
City, and application blanks for entrance to 
Columbia University may be secured from the 
office of University Extension, School of Busi- 
ness Building, Columbia University. 


New Hampshire Stockholders 
‘ Get Stock Dividend 


Par Value to Be Reduced to $10— 
Shares Increased to 250,000 

As a result of the adoption, at a_ special 
meeting of stockholders held this week, of 
recommendations of the board of directors, the 
stockholders of the New Hampshire Fire In- 
surance Company of Manchester, N. H., will 
receive a stock dividend of 10 per cent and 
an extra dividend of 1 per cent in addition to 
the regular dividend of 4 per cent, payable 
July 1. 

At this meeting the stockholders agreed to 
the proposition of the board of directors that 
the capital stock of the company be increased 
to $3,000,000 through the issuance of 50,000 
new shares of stock at $10 par value per share. 
It was also voted to reduce the par value of 
stock from $100 to $10 and increase the num- 
ber of shares from 25,000 at $100 per share 
to 250,000 of $10 par value. 

The recommendation whereby the stockhold- 
ers will receive a 10 per cent stock dividend 
in return for the authorization of the 
of 25,000 new shares was also adopted. These 
shares are to be sold to agents, employees and 


sale 


persons engaged in the insurance business, who 
are affiliated with the new New Hampshire Fire 
Insurance Company at a price of not less than 
$60. 


Reinsurance Co. of America 
Appointment — 
L. V. Bentley has been appointed 
of the Pacific Coast department of 
insurance Company of America. The 
is at present in the office of Dwight Shelby 
Company, San Francisco, who has represented 
it as general agent. 


manager 
the Re- 
company 





in Cook 


Tax Litigation 
County Ends 


Companies Compromise by 
Paying $1,800,000—Tax 


Ferrets) Beaten 


Three Hundred Suits Dismissed 





Clear Victory for Companies Who 
Foresaw Support of U. S. Supreme 
Court Against 1869 Act 





The Cook County tax litigation has at last 
been ended through a compromise by which 
the insurance companies will pay $1,800,000 
instead of the $30,000,000 promised by tax 
ferrets who were the instigators of the 300 
suits which have just been dismissed. 

The litigation started when the tax ferrets 
came forward with the contention that the 
fire insurance companies owed $30,000,000 in 
back taxes since 1869, basing their claim on 
the assumption that the, premium receipts of 
the out-of-state fire insurance companies since 
that time should have been assessed without 
debasement or equalization accorded other 
property. The $30,000,000 can not be regarded 
as a loss to the taxing bodies of the county 
for the reason that the claims never had any 
substantial legal basis. However, the county 
will lose $8,000,000 in current revenues, which 
they would have collected, had the companies 
been left alone. 

The Illinois Supreme Court said that the 
companies should pay on the 100 per cent 
basis, but this was overruled by the United 
States Supreme Court. After this defeat the 
taxing bodies then filed suits claiming that the 


companies had made fraudulent reports for 
each year since 1869 and sought to make the 
companies make individual reports for each 


agency for each year since that date. 

When this matter went to the State Supreme 
Court that body unanimously held in December 
that the section under which had 
been levied was unconstitutional. 


the taxes 


The compromise was reached by assessing 
fire premiums from 1922 to 1926 on the 30 per 
cent basis and fixing the valuation for 1927 
at 60 per cent. 


Fire Insurance 





24 





SUC CESSFUT 


. 





\ ; Sone 

















" 
| 






CASH CAPITAL 
$2,500.000.00 


ORGANIZED 
1869 \ ie 
NS A NG 


DN 


Ss, 











rere Ne eI 


¢, 1 Ae I 
Ks YLD MAN OF THE MOUNTAIN, 















NEW HAMPSHIRE 
FIRE INSURANCE CO. 
Manchester, N. H. IC) 
ASSETS $16.486. 770.88 


TOTAL LIABILITIES EXCEPT CAPITAL ig 
5 6.760.092.08 


POLICYHOLDERS SURPLUS 
$ 9.726,678.80 


_ FIFTYNINE CONSECUTIVE YEARS OF PROGRESS | 
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Prospect Service Plans 

Attractive Literature 
Clubs and Contests 
Peppy Conventions 

Health Conservation Service 


Write for “A Frank Talk on Your Future’ 
Address J. J. S. Agency Dept. 
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Do You Contemplate 
Making a Change? 


If you do you will want the best value 
obtainable to offer your prospects. Our 
new Universal Policy is a winner. Nine 
Policies in One. We believe it to be the 
most liberal and easiest sold policy form 
on the market today. 


Pays face of policy, plus all accumula- 
tions on Endowment or Limited Pay 
forms in case of death before maturity. 
No medical examination or loss of basic 
rate if changed back to Whole Life form. 


A profitable contract is available to men 
capable of appointing agents and manag- 
ing a territory. For further information 
address 


ADDRESS AGENCY DEPARTMENT 
National Life Company 


OP ANIVERSARY> 
% 1929 2 


A mutual legal reserve company 


Home Office: Des Moines, Iowa 





CASUALTY SURETY 


we _f 
GUARDIAN}CASUALTY 
COMPANY 
of BUFFALO, N. Y. 

(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assureds 
participation in profits. Writing all types 
of the following classes of Insurance and 
Bonds. 


ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 
WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 


Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 














DELAWARE NEW YORK 

OHIO RHODE ISLAND 
MARYLAND PENNSYLVANIA 
MASSACHUSETTS DISTRICT OF COLUMBIA 
NEW HAMPSHIRE CONNECTICUT 

NEW JERSEY VERMONT 











THE SPECTATOR 
June 20, 192° 





© Gy te es 


feral feel ctl Oy bed bed etd OA teed bed beet feed dt eel ee bo S| bs by 


eel bed fee A tel elo 


fae oh ee ee ee ae 











Committees of National 
Board Named 


President James Wyper Selects 
Specialties for Members 
During Coming Year 


Few Changes Noted 


Coming Year’s Work to Be Carried 
on Chiefly by Men Who Have 
Directed It in Past Years 











The standing committee of the National 
Board of Fire Underwriters for the coming 
year have been announced by the president, 
James Wyper of the Hartford Fire. They are 
as follows: 

Actuarial Bureau—C. E. Case, chairman; F. 
A. Christensen, H. P. Barbour, J. A. Kelsey, 
New York; R. H. Williams, Hartford; Elliott 
Middleton; C. A. Nottingham; H. R. Burke, 
San Francisco; H. R. Waite, Watertown; J. D. 
Lester; J. T. Dargan, Jr., Newark; R. R. 
Martin; G. W. Swallow, Manchester; L. E. 
Falls, Newark; H. H. Schulte, New York. 

Adjustments—Paul L. Haid, chairman; C. 
H. Street, Chicago; C. V. Meserole, New 
York; Hart Darlington; H. A. Clark, Chicago; 
Henry W. Gray, Hartford; Edward Milligan, 
Hartford; T. D. Richardson, W. N. Bament, 
New York; J. M. Thomas, Philadelphia; J. C. 
Harding, Chicago; Montgomery Clark; C. F. 
Shallcross, New York; B. I. Simpson, Atlanta: 
W. L. Steele; Lyman Candee, New York: W. 
Mackintosh, H. H. Clutia, New York; Paul 
B. Sommers, Newark; Thomas H. Anderson, 
San Francisco; C. A. Bickerstaff, Atlanta; F. 
W. Kosckert, Prentiss B. Reed, New York: 
Ralph B: Ives, Hartford; C. E. Allen, San 
Francisco. 

Construction of Buildings—Victor Roth, New 
Haven, chairman; C. W. Johnson, Philadel- 
phia; F. M. Avery, San Francisco; E. S. 
Inglis, A. R. Phillips); New York; T. L. Far- 
quhar, Newark; J. P. Lauber, Baltimore; B. 
B. Waver, John Kay, Newark; C. S. Kremer, 
Hartford; A. R. Thommasson; B. N. Carvalho, 
Hartford; F. B. Luce, Providence. 

Finance—Lyman Candee, New York, chair- 
man; C. F. Sturhahn, Hartford; F. W. Sar- 
gent, Manchester; Harold Warner, Summer 
Ballard, J. S. Frelinghuysen, R. R. Martin, 
C. W. Higley, John A. Forster, New York: 
W. M. Hoffman, Washington, D. C.; Wilfred 
Kurth, New York. 

Fire Prevention and Engineering Standards— 
B. M. Culver, chairman; C. W. Pierce, New 
York; Paul B. Sommers, Newark; W. A. 
Blodgett, F. E. Jenkins, New York; S. R. 
Kennedy, Buffalo; E. T. Cairms, San Fran- 
cisco; O. E. Schaefer, L. J. Borland, J. M. 
Wennstrom, New York; W. B. Cruttenden, 
Springfield, Mass.; E. G. Pieper, Providence: 
W. L. Maillot, Philadelphia; Alfred Stinson, 
Hartford; H. T. Cartlidge, New York; E. C. 
Stone, Boston; A. T. Bailey, San Francisco. 

Incendiarism and Arson—C. V. Meserols, 
chairman; H. V. Smith, C. E. Case, W. Mackin- 
tosh, New York; R. R. Clark, Hartford; Ray 
Decker, San Francisco; J. H. Vreeland, Hart- 
ford; R. P. Barbour, New York; E. W. Hall, 
Pittsburgh; James Marshall, New York; W. 
R. Prescott, Atlanta; George G. Bulkley, 
Springfield, Mass.; William Deans, San Fran- 
cisco; F. M. Smalley, Glens Falls; McClure 
Kelly, San Francisco; William E. Maynard, 
Providence; Paul L. Haid, New York. 

Laws—W. H. Koop, chairman: Edward 
Milligan, Hartford; P. Beresford. New York; 
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J. B. Levison, San Francisco; J. C. Harding, 
Chicago; C. A. Henry, San Francisco; W. R. 
Hedge, Boston; E. E. Cole, Pittsburgh; C. W. 
Balley, Newark; Gustavus Remak, Jr., Phila- 
delphia; C. F. Shallcross, New York; Ralph 
B. Ives, Hartford; Neal Bassett, Newark; 
John O. Platt, Philadelphia; O. E. Schaefer, 
New York; R. A. Palmer, Atlanta; Lyman 
Candee, F. W. Koechkert, Lamar Hill, Wilfred 
Kurth, Hart Darlington, New York; F. C. 
White, Hartford; F. D. Layton, Hartford; 
O. E. Lane, New York. 

Maps—R. T. Barbour, chairman; C. R. 
Street, Chicago; C. A. Ludlum, New York: 
Charles H. Yunker, Milwaukee; A. C. Noble, 
F. H. Rhoads, San Francisco; John, J. P. 
Rodgers, Philadelphia; P. Beresford, New 
York; J. R. Wilbur, Norman T. Robertson, 
New York; F. M. Smalley, Glens Falls; F. B. 
Martin. New York; F. C. Hartfield, Hartford. 

Membership—R. R. Clark, Hartford, chair- 
man: F. R. Bigelow, St. Paul; H. W. Letton, 
Chicago: A. H. McDonell, Detroit; J. Lynn 
Truscott, Camden; Guy E. Beardsley, Hart- 


ford: C. W. Bailey, Newark; M. L. Haide, 
Rodney Davis, New York. ; 
Public Relations—F. D. Layton. Hartford, 


chairman; C. A. Ludlum, Paul L. Haid, New 
York: Sheldon Catlin, Philadelphia; Arthur 
M. Brown, San Francisco; Charles H. Holland, 
Philadelphia; O. E. Lane, New York; H. A. 
Clark, Chicago; E. G. Pieper, Providence; C. 
R. Street, Chicago; George C. Long, Jr., Hart- 
ford; J. H. Packard, C. F. Shallcross, C. T. 
Forbush, New York; W. R. Prescott, Atlanta; 
W. Ross McCain, Hartford; Ralph Rawlings, 
Lansing, Mich. 

Standard Rating Schedules and Forms— 
Ralph B. Ives, Hartford, chairman; F. B. 
Kellam, J. L. Parsons. New York; B. C. Chap- 
man, Jr., St. Louis; N. A. Weed, Pittsburgh; 
H. R. Bush, Greensboro, N. C.: R. M. Bissell, 
Hartford: W. B. Flickinger. Chicago: Ralph 
Rawlings. Lansing, Mich.; E. N. O’Beirne, 
Atlanta: Clifford Conly, San Francisco 

Statistics and Origin of Fires—J. L. Parsons, 
chairman: William E. Wollaeger. Milwaukee; 
William Y. Wempvle, New York: D. W. Crane, 
LeRov, Ohio; William Ste’nmeyer. Pittsburgh; 
B. C. Lewis, Jr., Richmond; E. J. Booth, 
Detroit: E. G. Seibels. Columbia, S. C.: Hart 
Darlington, New York; W. M. Speyer, San 
Francisco; Carroll L. DeWitt 


Uniform Accounting—Paul B. Sommers, 


Newark, chairman: Mvles Walsh, H. H. 
Schulte, New York: W. B. Burpee. Man- 
chester, N. H.: George H. Belt, Chicago; 


Thomas C. Moore, Philadelphia; H. L. Abell. 
Ruffalo: Joy Lichtenstein. San Francisco; 
Howard Terhune, Charles M. Kerr, York, Pa.; 
Fdward Milligan. Hartford: C. S. Conklin, 
New York: C. J. Schrup, Dubuque, Iowa. 


Wilfred Kurth on Insuranshares 
Dictorate 

Wilfred Kurth, president of the largest group 
of fire insurance companies in the world, has 
been elected to the board of directors of In- 
suranshares Corporation of Delaware. Mr. 
Kurth is president of the Home Insurance 
Company of New York, the Franklin Fire 
Insurance Company, and is also president of 
all their affiliated companies, including the 
National Liberty Insurance Company of New 
York and its affiliates. The Home Insurance 
Company interests are interested in 
the National Liberty companies with he 
Goldman-Sachs Trading Corporation. Mr. 
Kurth was also elected a director of the In- 
suranshares Management Company. 


jointly 
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Niagara Fire Examined By 
N. Y. Department 


Recent Acquisition By America 
Fore Group Lends Interest 
to Figures 





Good Underwriting Exhibit 





Examination, As Of December 31, 
1928, Shows Little Variation 


From Annual Statement 





The report of the New York State Insur- 
ance Department, which has just completed 
its examination of the Niagara Fire Insurance 
Company of New York, will. no doubt, be 
of special interest in view of the recent ab- 
sorption of the Niagara Fire into the America 
Fore group. The examination was made as 
of December 31, 1928, and shows very little 
variation from the company’s annual state- 
ment, filed last January, as regards to the 
major items of the financial statement. 

The total admitted assets are given by the 
department examiners as $28,224,260; the un- 
earned premium reserve $10,869,449; total * 
liabilites $13,481,102 and a net surplus of 
$9,743,157, which with the capital of $5,000,000 
gives a surplus to policyholders of $14,734,167. 

The Niagara was organized in 1850 and has 
always borne a very high reputation among 
fire insurance companies. Though not among 
the largest companies it has always ranked 
near the leaders in respect to size and is noted 
for its commendable methods in underwriting 
and payment of losses. Last year the company 
made an underwriting profit of $888,418 and 
the examination report of the department gives 
an interesting exhibit as to results for 1924 
through 1928 in underwriting and investments. 
This includes the figures for the three years 
in which the loss ratio to all companies was 
unusually heavy. 


U. S. Fire Stockholders 
Increase 

At a special meeting of the stockholders of 
the United States Fire Insurance Company of 
New York the recent proposal of the board of 
directors to increase the capital of the company 
was approved. The plan calls for a $1,000,000 
stock dividend which will increase the capital 
from $4.000,000 to $5,000,000, and will be dis- 
tributed on July 15 to shareholders of record on 
June 28. 

The United States Fire, which is the largest 
company of the Crum & Forster group, is in an 
exceptionally strong position at this time, recent 
figures show. At the beginning of the year it 
had a net surplus of $16,045,643 and on March 
31 this had increased to $16,574,265, thus the 
company will have over $15,500,000 net surplus 
after the stock dividend has been paid. 


Approve 


Fire Insurance 
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Chicago Reciprocal Forms 
Stock Company 





Tie Belt Fire, with $200,000 Capital, 
Will Be Located in 
Los Angeles 

Los ANGELEs, Cauir., June 17.—F. C. Nich- 
ols will be in charge of the executive offices of 
the Belt Fire of Los Angeles, a stock company 
now being organized by the financial backers of 
the Belt Automobile Indemnity Association, the 
Chicago reciprocal. According to Nichols the 
reciprocal interests are organizing in addition 
to the Belt Fire, another stock company called 
the Belt Casualty of Chicago. These two com- 
panies will be the main factors in their organi- 
zation. 


The two new companies were deemed neces- 
sary, it was stated, .in order to carry forward 
the increasing business and to build a permanent 
and continuous agency plant. The Belt Fire is 
to have an authorized capital of $500,000 with 
a paid-in capital of $200,000 and a like amount 
in surplus, while the Belt Casualty will start 
with a capital of $200,000 and a surplus of 
$100,000. 


ee SR 





Insurance News and Gossip in New Jersey 


N Tue Specrator’s issue of November 29th, 

1928, an account was given of the first 
annual meeting of the Bergen County Asso- 
ciation of Insurance Agents. Among the im- 
portant matters discused at that session was 
the manner.in which the bonding business of 
Bergen County was being handled. The com- 
mittee appointed at that meeting for the purpose 
of investigating into alleged unfair methods, 
has finished its work. 


Alfred Christie of Bergenfield, president of 
the association and chairman of the committee, 
has issued a preliminary statement. This re- 
port, as far as given out, indicated that for 
over a period of approximately six years, con- 
ditions with reference to surety bond business 
for county road work and other improvements 
were exactly as charged, namely, that all went 
to one person, Floyd E. Granger. 

Herman Ferger, a C.P.A. of New York and 
New Jersey was engaged by the committee to 
make an examination of the records at the 
Hacksensack Court House. 


As soon as the probe was started, it appears 
that Granger dropped out of the picture and 





—— 





INTER OCEAN 
REINSURANCE 
COMPANY 


Cedar Rapids, Iowa 











“We appreciate the attitude of the Inter 
Ocean in every matter that has come up 
so far. We find that you are a delightful 
company to do business with.” 


—(From a letter recently received 
from a southern fire insurance com- 
pany.) 








RICHARD LORD, President 
ROY E. CURRAY, Secretary 
KARL P. BLAISE, Ass’t. Sec’y. 








REINSURANCE OF FIRE AND ALLIED LINES 


Pro Rata or Excess 
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Fire Insurance 





the surety bond transactions have since then 
been handled by Lester D. McBride of Hacken- 
sack, representing the Seaboard Surety Co. of 
Newark, known in the trade as a cut-rate 
concern. 

Insurance agents throughout the county have, 
for a long time, complained about the way this 
class of insurance was handed out to a favorite 
and not distributed generally. It was decided, 
therefore, to make a fight. The result has 
proven the value of investigation and confirmed 
the opinion often expressed as to favoritism. 

The regular querterly meeting of the Bergen 
County Association of Insurance Agents will 
be held on Thursday, June 27th, at Rutherford, 
N. J. At this gathering the full report of the 
bonding committee will be presented. 


It is rumored that a new schedule of commis- 
sions for New Jersey will be issued by the 
Eastern Underwriters’ Association, effective 
July Ist. 


The matter of “clear” agencies was taken 
up at a conference between the New Jersey 
Committee of the Eastern Underwriters Asso- 
ciation and representatives of several New 
Jersey county and local boards at the rooms of 
the National Board, New York City, on June 
12th. A tentative date of October Ist was 
agreed upon as a time limit for “clearing” all 
agencies. 


Pacific Coast Agents Conference 
Committee Formed 

As a result of the meetings held in San 
Francisco during the week of June 10-15th, 
the Local Insurance Agents of five Pacific 
Coast States have perfected an organization 
which is to be known as the Pacific Coast 
Agents’ Conference Committee. 

Wallace Miller of Yakima, Wash., has been 
elected chairman of the committee; Nye B. 
Swett of Fresno, vice-chairman; and E. Hugh 
Miller of Salt Lake City, secretary. Annual 
meetings are to be held in San Francisco, 
and arrangements are being made so that rep- 
resentatives of the various State associations 
will attend the several state conventions. The 
new organization now represents the States of 
Washington, Oregon, California, Idaho, and 
Utah. Other states are expected to join. 

Those who attended the San Francisco con- 
ferences include: Claude Nasburg, Marshfield, 
Oregon; R. S. Turner, Pocatello; H. E. 
Morton, Lewiston; Bradley Sheppard and F. 
Ensign, Boise; Frank Fowles, Ogden; Trace 
Turner, Ogden; Jay Rogers and E. H. Miller, 
Salt Lake City; Nye B. Swett, resident of the 
California Association of Insurance Agents, 
Fresno; Percy S. W. Remsden, secretary, and 
H. J. Thielen, vice-president of the National 
Asoociation, both of San Francisco; and 
Wallace Miller, representing the Washington 
agents. 
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Urges More Local Agents 
Boards 


President F.L.Nelson Addresses 
Mississippi Association of 
Insurance Agents 


Two Hundred Agents Present 


Fight to Prevent Establishment of 
New Agencies Features—C. L. 
Gandy Unable to Attend 


Jackson, Miss., June 18—A _ recommenda- 
tion that more local boards be founded and 
report on the successful fight made to prevent 
the establishment of new agencies, featured the 
report of President F. L. Nelson of. Jackson to 
the Mississippi Association of Insurance Agents 
at the opening of their two-day convention here 
Monday. Mr. Nelson also reviewed what he 
termed “The Fruitless Attempt” to prevent op- 
erations of unlicensed brokers. In connection 
with the new agency problem, Mr. Nelson asked 
the appointment of a grievance committee to 
thresh out the problem that has appeared where 
one company starts a new agency and other con- 
cerns then follow a like course by “planting” 
the agency. 

Two hundred agents from all parts of the 
State, and representing about every major com- 
pany operating in Mississippi, are attending the 
convention. Convening as scheduled Tuesday 
morning, the boys ran through the morning 
program and then decided it was entirely too 
hot to continue convening and took the after- 
noon off to visit golf courses, nearby lakes and 
other attractions. 

The annual banquet Tuesday night featured 
addresses by Carl Marshall, widely-known poli- 
tician-lawyer-orator, and George Riley, attor- 
ney. A ball followed the banquet held at the 
Edwards Hotel. 


Mr. Nelson’s address was easily the opening 
day’s feature, since Charles Gandy, president of 
the Alabama Association and slated to give the 
main address, was unable to attend. Mr. Nel- 
son, in closing his report, recommended that 
the incoming president be given authority to 
retain an attorney in an effort to remove un- 
licensed insurance brokers. 

Mayor Walter A. Scott welcomed the conven- 
tion to Jackson, J. H. Johnson of Clarksdale, 
past president, responding. Curtis Green, for- 
mer State adujtant general and Jackson insur- 
ance agent, outlined entertainment plans. John 
Sharp Williams, third, reported for a special 
committee recommending group insurance poli- 
cies covering members of the association. E. 
R. Reber of Fayette presented a report on the 
buyers’ transit policy problem. Discussion of 
the co-operative automobile policies issued by 
the Mississippi Farm Bureau through a sub- 
sidiary were also discussed and some action is 
predicted in resolutions. 
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Large Aircraft Policy 


Policies on Largest Commercial Air 
Transport System Aggregate 
$8,000,000 

What is said to be a record for comprehen- 
sive insurance protection written in the United 
States for a commercial air transport system 
was made recently, when policies aggregating 
$8,000,000 were issued to the Boening System, 
operators of the Chicago-San Francisco-Oak- 
land and Seattle-Los Angeles air mail express 
and passenger routes. 

Officials of Barber & Baldwin, Inc., of New 
York, who handled the insurance, point out that 
the assumption of this liability with the largest 
commercial air transport company in the United 
States, in point of mileage flown, is indicative 
of the recognition by insurance companies of 
the larger safety factor brought into aviation 
in recent months. 

The Boening System has just completed flying 
five and one-third million miles with a record 
of only three fatalities, and is now averaging 
10,000 miles per day, 46 per cent of which is at 
night. The record policies, in point of poten- 
tial liability, not only insure passengers but the 
entire Boening fleet, and includes every form of 
insurance except theft, which is not required 
inasmuch as the company has its own ground 
crews and hangars. 


Globe & Rutgers’ Philadelphia Office 

On July 1 Samuel MacMinn will take the 
management of a Philadelphia office for the 
Globe & Rutgers Fire Insurance Company of 
New York with territory covering the suburban 
field, southern New Jersey, including Camden 
County; the State of Delaware and Baltimore 
and eastern Maryland. 

For the past five years Mr. MacMinn has 
been special agent in Middle Department terri- 
tory for the St. Paul Fire and Marine. Mercury 
and Minnesota Underwriters with headquarters 
in Philadelphia. 


Bank of America Will Not 
Solicit Insurance 


Interested in Proper Protection for 
Borrowers—Not to Encroach on 
Agents 
Los AncELEs, CaLir.—Branch managers of 
the 184 branches of the Bank of America of 
California have been instructed not to solicit in- 
surance. A letter to this effect has been dis- 
patched from the comptroller’s department in 
Los Angeles, stating: “It is not the policy of 
this bank to solicit insurance from borrowers, 
so as not to antagonize insurance companies and 
their agents.” Continuing, the communication 
established the rule that the bank’s only inter- 
est in insurance is to see that property on which 
it has made loans is properly protected by poli- 
cies in responsible companies, and that exist- 
ing policies are promptly renewed so that there 

is no lapse in the protection. 


Minnesota Fire Enters Kentucky 
FraNkKFrort, Ky., June 19—The Minnesota 
Fire Insurance Company of Chatfield, Minn., 
and the Equitable Casualty Surety Company 
of New York have been admitted to do busi- 
ness in this state. The Minnesota Company 
is capitalized at $500,000 and has a surplus 
of $344,014, while the Equitable company has 
a capital of $1,000,000 and a surplus of $1,- 
463,601. 


New Mutual Company Forming 

Los ANGELES, Cair. June 17.—Plans are 
being laid for the launching of a mutual fire 
insurance company in this city, the tentative 
name for which is the Merchants National Fire 
Insurance Company of Los Angeles. The princi- 
pal organizer is Thomas F. Bailey, owner of 
the majority stock of the Mercantile Associa- 
tion of Insurance Companies, Inc., which has 
represented a number of stock fire and casualty 
companies here for over a year. ; 
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UNITED BRITISH 


INSURANCE CO., LTD. 


Associated with 


ROYAL EXCHANGE ASSURANCE, LONDON 
GENERAL REINSURANCE CORPORATION, 
NEW YORK 


CASUALTY, FIDELITY and 
SURETY REINSURANCE 


in 


UNITED STATES and CANADA 


UNITED STATES BRANCH 
E. H. Boles, U. S. Manager 
80 JOHN STREET 
NEW YORK, N. Y. 























BRANCH MANAGERS 
WANTED! 


Profitable Opportunities 
In Forgery Insurance Field 


The General Indemnity Corporation of America is 
expanding its Merit Rating Forgery Bond selling or- 
ganization. This company, chartered in 1914, the 
originator of Theft By Check Alteration policies, is 
appointing managers in over 50 of the largest cities 
in the country. To these managers a most attractive 
proposition is being made. 


. Overwriting commissions on business already established. 
2. Overwriting commissions on business being written by 
present salesmen. 
Opportunities for profitable broker contracts. 
Splendid prospect lists and other home office cooperation. 
Liberal advance commission on bond applications. 


Office, stenographic service, stationery, advertising and 
selling helps furnished free. 


eee eraee 


High-class insurance men, preferably with forgery 
or casualty experience desired. Other connections 
may be maintained until volume of forgery insurance 
business justifies full time service. 


If interested in further particulars write, giving 
previous experience in selling insurance and particu- 
larly that in the forgery field. 


Address Manager, Forgery Bond Department 


General Indemnity Corp. of America 


P. O. Box No. 985, Rochester, N. Y. 



































PREFERENTIAL RATING 

















Courter Presents Facts 


MERIT rating is the foremost subject dis- 
cussed today. 


COMMONWEALTH Casualty Company has 
always practiced it. Careful selection of risks 
has made it possible to give the public the very 
best form of Insurance Contract, at rates based 
on experience. 


RECOGNIZING this fact, Commonwealth 


agents have built up a permanent premium 
business. 


Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 


Philadelphia 


W. FREELAND KENDRICK 
President 


&. W. COOK 
Vice-Pres. & Gen'l Mee 
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Missouri Company in the 
Law Courts 


Petition for Federal Receiver- 
ship by Policy Claimant 
Denied 





Honesty of Administration | 





Unquestioned 
Missouri Department Conducting 
Examination — Superintendent 


Expects Satisfactory Solution 





St. Louis, Mo., June 18—United States 
Judge Davis today denied the petition for the 
appointment of a Federal receiver for the In- 
demnity Company of America, filed Monday by 
the heirs of a Texas woman who hold a $7,500 
judgment in an automobile fatality against a 
policyholder of the company. 

Judge Davis held that the necessary jurisdic- 
tional avertment had not been properly stated. 
Under the Federal statutes the amount involved 
must exceed $3,000. It is not known whether this 
petition will be amended and refiled. 

Superintendent of Insurance Joseph B. 
Thompson, who arrived today in connection with 
the insurance company’s affairs, late this after- 
noon expressed satisfaction with progress that 
has been made and expressed the belief that 
everything will work out satisfactory to all con- 
cerned. It is known that a deal for the sale of 
the company is close to consummation. 

Department Examiners have been checking 
the company’s accounts, but have not yet com- 
pleted their work. However, it is understood 
that the company has some apparently good 
assets in a frigid condition and could use new 
cash at this time. However, it is plain that it is 
in good shape; it has a nice premium income and 
so far as is known has been honestly ad- 
ministered. It can be definitely stated that this 
is not another Toombs case. 





Str. Louris, Mo., June 17—A request for the 
appointment of a receiver for the Indemnity 
Company of America, a $250,000 Missouri au- 
tomobile insurance company with home offices 
in the Pierce Building, St. Louis. Mo., was filed 
in the United States District Court here Mon- 
day by the three heirs of Mrs. Ida Hatton of 
Marshall, Tex. 

F. L. Engler of Cook County, IIl., a policy- 
holder of the insurance company, was also 
named as a defendant in the suit. The peti- 
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tion alleged that the insurance company has re- 
fused and failed to pay $5000 under a $75000 
judgment obtained against Engler, which was 
affirmed by the Texas Court of Civil Appeals 
at Texarkana. Engler has not paid any part 
of the judgment. United States Judge Davis 
has the petition under advisement, George T. 
Priest, an attorney, who several days ago be- 
came president of the insurance company, hav- 
ing asked that action be delayed because of a 
possible sale which may be concluded in a day 
or so. 

The Missouri Insurance Department has been 
conducting an examination into the affairs of 
the company for the past two weeks. 

Priest is the sole stockholder of the Indem- 
nity Company he said, today. 

The plaintiffs are Fred, Charles and Martha 
Hatton, the heirs of Mrs. Hatton, who was 
fatally injured by Engler’s automobile at Mar- 
shall, Tex.. on January 18, 1926. The petition 
alleges that the indemnity company is insolvent 
and has been for the past year. 

The petitioners set forth that they endeavored 
to collect the judgment through the Texas in- 
surance commissioner, but that payment was 
refused, and that they have since tried unsuc- 
cessfully to get an accurate statement of the 
company’s condition. 

Until recently the officers of the indemnity 
company were Charles A. Lemp. president; H. 
F. David, vice-president, and William J. Lemp, 
vice-president and treasurer. It is capitalized 
for $250,000. The Lemps and other stock- 
holders are said to have transferred their stock 
to Priest several days ago. 

The indemnity company is said to have ap- 
proximately $200,000 tied up in Southeast Mis- 
souri land which it has been unable to sell. 

Priest said the allegations in the suit were 
not unusual for an action of the kind, and added 
he was not taking it seriously. He denied that 
any attempt has been made to conceal or dis- 
sipate assets of the company and there has been 
no collusion with the Missouri insurance au- 
thorities to misrepresent the condition of the 
organization. He admitted that negotiations 
are pending for the sale of his stock holdings 
in their entirety, but added he did not know 
whether the deal would be consummated. 

The Indemnity Company of America, a St. 
Louis institution which began operations in 1917, 
against which suit for receivership was recently 
brought is in no way whatever connected with 
the Indemnity Company of North America of 
Philadelphia. The latter is a strong and power- 
ful financial organization. 





Fidelity & Deposit Adds to 
Capital 
Directors Vote 20 Per Cent 
Stock Dividend To Pay 
August 15 


Capital Increased By $1,000,000 








Company Will Have Capital Of 
$6,000,000 If Stockholders Act 
Favorably on Proposals 





BALTIMORE, June 17.—Directors of the Fi- 
delity and Deposit Company at a meeting last 
week authorized the payment of a stock divi- 
dend of 20 per cent and called a_ special 
meeting of the stockholders for July 2 to 
sanction an increase in the capital stock from 
$5.000,000 to $6,000,000. 

The board also declared the regular quarterly 
dividend of 4% per cent payable June 29 to 
stockholders of record June 17. The stock 
dividend will be paid on August 15 if the 
shareholders approve the recommendation of 
the board that the capital stock be increased 
from $5,000,000 to $6,000,000 by transferring 
$1,000,000 from surplus to capital account. 
Par value of the shares will not be changed. 

The Fidelity and Deposit Company paid its 
shareholders a dividend of 6624 per cent in 
stock about six years ago. President Charles 
R. Miller told his colleagues on the board that 
the company, up to the end of May, showed 
moderate increase in earnings compared with 
the corresponding period last year, which was 
one of the best in the history of the company. 

Fidelity and Deposit’s capital of $6,000,000: 
will compare with $10,000,000 capital of the 
United States Fidelity and Guaranty Com- 
pany, $5,000,000 of Maryland Casualty and 
$4,500,000 of the New Amsterdam Casualty 
Company effective shortly. 





Bulletin 
Later Dispatch—St. Louis, Mo., June 
19.—Federal Judge Davis acting on an 
amended petition in the Hatton suit 
late this afternoon issued an order for 
the Indemnity Company of America 
to show cause on or before July 8th 
why a federal receiver for the company 

should not be appointed. 
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THIS NEW BOOK 


What About Accident 
and Health 


Insurance? 





Do you know what it is? Are you famil- 
iar with its basic policies? Do you know its 
underwriting factors? Do you realize the 
opportunity it offers salesmen? Can you sell 
it intelligently? Do you know how and why 
it is highly profitable to companies, agents 
and brokers alike? All these and many 
other questions are answered in the new 
book by Armand Sommer called 


Manual of Accident and 
Health Insurance 


This book is far and away the most com- 
prehensive text production on this subject 


ever issued. It describes the business min- 
utely from all angles and tells the salesman 
exactly how to canvass for accident and 
health policies, how to make the sale, how to 
answer prospects’ objections and how the line 
can be used as an opening for other forms of 
indemnity. Everything the production man, 
home-office or field, needs to know about ac- 
cident and health insurance is in this new 
book and every phase of the business is ac- 
curately, logically and concisely detailed. 


Price $3. 


Discounts in Quantity Orders 
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New Manager For Aetna 
Western Office 


Claude A. Bonner Succeeds 
J. R. Maloney at San 


Francisco 


Leaves Milwaukee Office 


Will Supervise Casualty, Fire and 
Marine Lines For Entire State 
of California 











The Aetna Life Insurance Company, Hart- 
ford, and affiliated companies announce the 
appointment of Claude A. Bonner as manager 
of their western branch office at San Francisco, 
succeeding J. R. Molony, who recently resigned 
to accept the Pacific coast management of the 
Southern Surety Company. 

Mr. Bonner joined the Aetna in 1907 as an 
adjuster zt Chicago, which position he held 
until 1913, when he was transferred to Mil- 
waukee to take charge of the claim department. 





Claude A. Bonner 


After serving nine years in this capacity he 
was made manager of the Milwaukee branch 
and has been remarkably successful in develop- 
ing a strong agency organization and a larger 
volume of business in Wisconsin and Northern 
Michigan. Mr. Bonner has had a well rounded 
insurance experience and while manager for 
the Aetna in Milwaukee has taken an active 
part in various insurance organizations, par- 
ticularly the Insurance Federation of Wisconsin 
and the Wisconsin Agents Association. He 
has also been serving as General Chairman 
of the committee arranging for the 1929 Wis- 
consin Insurance Day. 

Mr. Bonner has already entered upon his 
new duties in San Francisco although no an- 
nouncement has been made as yet with regards 
to the appointment of his successor. Vice- 
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President W. L. Mooney has been in San Fran- 
cisco completing arrangements for Mr. Bon- 
ner’s transfer. 

The Aetna Life and affiliated companies have 
developed a large business in California through 
their branch offices at San Francisco and Los 
Angeles, and the Aetna office at San Francisco 
is designated as the Western Branch and has 
jurisdiction over the entire State for casualty, 
surety, fire and marine lines. 





Buy Louisville Company 

Controlling interests in the Equitable Life 
and Casualty Insurance Company, with head- 
quarters in Louisville, Ky., has been bought by 
Louis H. Hardin, Frank B. McAuliffe, Hugh 
Ellis, E. S. Bowne, and others. Judge John P. 
Haswell, announced that the company had con- 
tracted to take over the Business Mens Pro- 
tective Association of Lincoln, Neb. 


Attributes Lawlessness to 
Prohibition 





President Bland of U. S. F. & G. 
Scores Volstead Act in Statement 
to Press 

BaLtTimorE, June 10.—Much of the lawless- 
ness and crime in the country today is due 
to the prohibition law, according to R. Howard 
Bland, president of the United States Fidelity 
and Guaranty Company. Mr. Bland made this 
statement in response to a request from the 
Hearst papers, and said, in part: 

“I am convinced after deep study that most 
of the present ills of the United States have 
been caused by the operation of the Volstead 
law. 

“I have reached the conclusion that any 
plan, based on reasonabie and sensible lines, 
to relieve the present restraint would be of 
monumental benefit to the country. 


Accident Toll High 


Motor Vehicles Responsible for Loss 
of 9,000 Lives Thus Far 
This Year 








Approximately 9,000 persons have been killed 
in motor vehicle accidents in this country thus 
far this year, according to reports received by 
the Travelers Insurance Company from state 
officials. 

With the motoring season under way, the 
motor vehicle death rate has increased, as was 
to be expected and as is indicated by the trend 
within the three-month period, February to 
April inclusive, and the fact that April’s auto- 
mobile fatality record was the greatest of the 
first four months of the year. 

The motor vehicle accident fatality toll for 
the first month of the year was nearly 1,900, 
according to reports of 33 states, while in 
February the tabulation of 30 states indicated 
a toll of around 1,500. In March a toll of 
around 1,700 for. the country as a whole was 
shown by the reports of 26 states, and in 
April, on the basis of figures from 19 states, 
the automobile was responsible for the death 
of more than 1,900 persons. Although reports 
received for May are too inconclusive to deter- 
mine that month’s motor vehicle fatality record, 
the toll, following the trend of the earlier 
months of the year, probably will be in excess 


of 2,000. 


Protective Association of Canada 

The Protective Association of Canada, To- 
ronto, which has been writing sick benefit and 
accident insurance with members of the Ma- 
sonic order only, now has a bill before the 
Canadian Parliament to enable it to do busi- 
ness with the general public, and to increase its 
capital from $50,000 to $500,000. 
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Cable ere Gertract, New Yor! 
420 LEXINGTON AVE. NEW York CITY e 
Room 101 Memerial Bldg., Nashville, Tenn. for Personal Injury 
SIDNEY H. PIPE, 
———————— | Fellow, Actuarial Society of America, By Clayton G. Hale 
HAIGHT, DAVIS & HAIGHT, Incl] |} fsior: Anuzicn inti Sf Actua oe 
Consulting Actuaries Xcsodiake, Aatnatiel Eddlety ot Kinecien. A new booklet for distribution 
FRANK J. HAIGHT, President PIPE & ALLEN among large users of automobiles, 
INDIANAPOLIS Consulting Actuaries as an unusual and effective sales 
Omaha —_— Cit 1711-1712 Metropolitan Blidg., Toronto, Ont. document for Automobile Liability 
3 Insurance. 
PRICES 
ne aes ‘ ‘ . Single copy, by cents ona 
SAMUEL BARNETT R. M. MESSICK 12 copies... 4.80 60 copies. 16.25 
CONSULTING ACTUARY Consulting Actuary and Adjuster 
INSURANCE LAWYER Flatiron Building THE SPECTATOR COMPANY 
1131 Candler Bldg. ATLANTA, GA. DENVER, COLORADO CHICAGO NEW YORK 





























THE SPECTATOR 
June 20, 1929 


























Preferred Accident Changes 





Kimball C. Atwood Elected Chair- 
man of Board and Wilfred C. 
Potter, President 

Kimball C. Atwood, president of the Pre- 
ferred Accident Insurance Company of New 
York, was elected chairman of the board of 
directors according to announcement made fol- 
lowing a meeting of directors. Wilfred C. 
Potier formerly vice-president, was elected 
president and George H. Ackerman, former 
treasurer, was elected vice-president. 

At the same meeting Colonel Edward B. 
‘Twombley, chairman of the board of directors 
of Insuranshares Corporation and Edward S. 
Goodwin, vice-president of Insuranshares 
Management Company and a member of the 
firm of Goodwin-Beach & Company, of Hart- 
ford, were elected to the finance committee of 
the company. 

Other elections include that of Kimball C. 
Atwood, formerly assistant secretary of the 
company, as secretary and Edwin B. Ackerman, 
former assistant treasurer, to be treasurer, and 
C. E. Ward, H. A. Vaux, and Frank Schaap, 
all former heads of various departments, were 
made assistant secretaries, and C. H. Soule, 
who has been superintendent of the credit 
department, became assistant treasurer. 

Mr. Atwood, who was founder of the com- 
pany and who becomes chairman of the board 
of directors, has been its senior executive since 
1885, and under his direction the company has 
made a very fine record. 

Mr. Potter became connected with the com- 
‘pany in 1889 as superintendent of agents and 
in 1905 was elected secretary of the company 
and in 1924 he became vice-president and 
secretary. 

With the election of Colonel Twombley and 
Mr. Goodwin to the company’s finance com- 
mittee, it is understood that this is the first 
in a move to strengthen the investment policy. 
Both these gentlemen are identified with the 
Insuranshares group of investment activities 
and are widely recognized as experts in invest- 
ment matters. 


Proceedings of the Casualty Actuarial 
Society 

Volume XV, Part I, Number 31 of the Pro- 
‘ceedings of the Casualty Actuarial Society, 
dated November 23, 1928, have been issued in 
the form of a book of 135 pages. It includes 
the address of President S. B. Perkins; papers 
by Edward B. Morris, E. Alfred Davies, 
Charles Deckelman, Herbert W. J. Hargrave 
and Stephen B. Sweeney; discussions of papers 
read at previous meeting, with reviews of books 
and publications, current and legal notes, and 
minutes of the meeting of November 23. Copies 
of the Proceedings may be obtained through 
The Spectator Company at $1.50 each. 


—The Consolidated Indemnity and Insurance Com- 
pany, New York, has received licenses to do busi- 
ness in the States of Connecticut, Vermont and Mis- 
souri. 
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Automobile Fleet Rates 
Are Discussed 


New York Insurance Depart- 
ment Acts as Intermediary 
Between Stock and Mutual 

Carriers 


Seek Exchange of Data 








Reporting of Loss Experience to Dif- 
ferent Bureaus Prevents Proper 


Rate-Making 





Automobile fleet rates, a bone of contention 
for many years, are on the way to being esta- 
lished on a more scientific basis, following a 
conference between representatives of stock and 
mutual casualty companies at the office of the 
New York Insurance Department last week. 

The chief difficulty of the fleet situation seems 
to lie in the inability to secure complete and 
accurate loss experience from which to estab- 
lish a proper basis for promulgating rates. At 
the present time, the stock companies are re- 
porting to the National Bureau of Casualty 
and Surety Underwriters, while the mutual 
companies prefer to submit their experiences to 
a rating body of their own designation. The 
volume of fleet business written by the mutual 
companies is of sufficient proportion to affect 
the accuracy of rates as there is a considerable 
shifting of risks from mutual companies to 
stock companies and vice versa. 

It is thus seen that whereas there is not 
necessarily a need for the creation of a central 
bureau for the tabulation of such data, or even 
a requirement that all types of carriers report 
to the same body, it is extremely desirable that 
a co-operative agreement be reached between 
the various rating bodies, relative to an exchange 
of loss data. 

The attitude of the New York State Insur- 
ance Department in sponsoring such co-opera- 
tion is merely that of an intermediary and the 
department is in no sense imposing mandatory 
action. Dissatisfaction with prevailing condi- 
tion has been felt in both stock and mutual 
circles for many years and it is at the request 
of officials of both types of carriers that the 
department is at this time offering its aid in 
effecting a co-operative agreement that will 
work to the advantage of all concerned. 


J. R. Molony with Southern Surety 

J. R. Molony, who for the last nineteen years 
has been the western branch manager of the 
Aetna Affiliated Companies, is resigning to take 
up his new duties as vice-president and director 
of the Southern Surety Company and _ the 
Southern Fire Insurance Company of New 
York. Molony will establish a Pacific Coast 
department for the two companies in San 
Francisco. The department will have head 
office powers, and jurisdiction over all Pacific 
Coast States, Alaska, and the Hawaiian Islands. 





Decry Foreign Tongues 





Advertising Men and Public Agree 
That Insurance Phraseology 
Must Be Simplified 

The hue and cry about insurance companies 
which talk a foreign language is still going on, 
C. E. Rickard, president of the Insurance ad- 
vertising conference says in a bulletin released 
recently, 

The advertising men and the public complain 
that insurance companies speak of lapses, loss 
ratio, premiums, underwriting, select and pre- 
ferred risks and elective indemnity as if they 
were commodities like shoe polish, hair treat- 
ment or golf lessons, and then wonder why the 
prospect reacts unfavorably. 

Mr. Rickard says that the insurance agent 
and the company advertising men are prophets 
with the power to interpret a great service and 
to dispel the fog of mystery which has grown 
up around the insurance business. The Insur- 
ance Advertising Conference is an international 
organization of company representatives who 
are interested in bringing about a more general 
education of the public on the economics of 
insurance—how it works, what it does and what 
it does not do, and the conference will endeavor 
to induce advertising insurance companies to 
use words and phrases within the understanding 
of the average man on the street. 

Insurance advertising is devoting more space 
to a program of education, and local agents are 
willing to assume their share of expense for 
cooperative newspaper campaigns. The con- 
ference aids in doing research work connected 
with the advertising, in preparing reports, mak- 
ing layouts, copy, presenting a schedule, a plan 
and other data and material as needed. 

So in the near future we may expect a public 
as familiar with insurance terms as it is with 
fashions, automobiles, radios or baseball games, 
if the plan of the conference materializes. 


J. Arthur Nelson Going Abroad 

J. Arthur Nelson, president of the New 
Amsterdam Casualty Company, will sail for 
Europe on July 19, and expects to be gone 
until about the first of September. He will 
be accompanied by his family, and will spend 
the greater part of the time in England and 
France. 


Death of R. M. Donnelly 

R. M. Donnolly for the past five years assis- 
tant secretary of the Continental Life Insurance 
Company of St. Louis, Mo., died on June 10, 
following an illness of several weeks. He is 
survived by his wife and a 16-year-old son. 

Prior to joining the Continental Life in 1924 
he was connected with the Missouri State Life 
in a similar capacity. He was in the insurance 


business for about 20 years. 


New York Life Lends $29,025,238 


During the first five months of 1929, New 
York Life Insurance Company made 1,393 
mortgage loans totaling $29,025,238. The loans 
were distributed throughout 194 cities in the 
United States and Canada. 


Casualty, Surety, Ete. 














34 
































®®erce, passer «tt : i 
gee esssuse se a 22005 
oe vameee 08 OE cee 
: Green 
oom : 
Snaungeonoee “- weil 
e8 
poor?” “eens se pone eet srecans eRe, geoeet 
The following quotations, as of June 17 2. Pamsing & odie pekinese ssees a08 299 Hudson Cas. Ins. Co. 
. se gp _. WMOEE Reemiee & UD. IN. Bcceccccces 5 210 

1929, are from reliable houses, and if any of iremen’s Insurance Co. of Newark a yori eae : = 

our readers are interested in stocks not appear- a = 40 Palmer & Co., N. Y.........s000000 7% 8% 

ing in this list, the Research Bureau of Tus Ok ee nas sees 3014 3934 ee ees Y 102 107 

Spectator will endeavor to supply the data: Gilbert Elliott & Co. ees ae 41 >and naa eg ae =. 

wis & Co., Hartford came MRSS 39 40 anton Gilbert. ....cccccccccccces 2 108 
Bid Offered — ye (ex re). neers ~ “Zs - 
ur ins ‘oO See 205 212 wis & artford.. saace cut 76 78 

American Equitable 
W. poate TM cissnwencnane 3414 or a ant eile ag BMH WETS eib.sh 5c 206 212 Knickerbocker Fire Ins. 

American Inst sania’ Co. of of Newari Oinns ee COSS eRe seeerccsecsce 207 211 Me, Lyon sn 38 41 

ur Atkins & Co., N. ¥i......... 41 : a asuaity 
CMTE 5 -cupnasewsns.- BE Bag rose ge a pai a - 69 Gilbert Elliott & Co.,N.Y¥.......... 135 140 
Gilbert Elliott & Co., N.¥..22 21107 93° “tt ie mee a oe ri Gon She teiaaa iene aid leleve 67 68 Merchants & Mfrs. Fire 
L. A. Hollander & Co., Newark... 23 2-5 fen a0 B.S, Raening & Co... . 002-2000 23-5 
Miliken & Pell, Newark, N.J........ 244... J. Roy Prosser............ssscsc0e, 66 oy Sy. Weare Lees & Ko. W..Y.-...-. 23 26 
75 wy Aan an ON 24 27 Py Esco nt net Se 5 tell at “ 67}4 Missouri State Life (ex rights) 

American Surety (new) Gilbert Elk Mt be lige — Arthur Atkins & Co., N. Y.......00+ 78 82 
Lewis & Co., i 115 125 Clinto Gi sl Co. op Ne Zewerescvee 1380 1410 ALC: a eS en a 75 78 

Bankers & Shippers (new stock) Globe vam Co. Se On Ane eee eee 1380 1410 Gilbert Elliott & Co., BN <ccstcabace 78 81 
Arthur Atkins & Co., N. Y........+. 130 135 W. Wallace Lyon & Co ‘ National Casualty 
Gilbert Elliott & Co., aie 130 150 Great ‘Aeeaial yon gla e 38 42 Chas. Sincere & Co., Chicago eccccces 37 39 
Clinton Gilbert..........+.+++se00: 130 140 L.A. H hag &C aN 3 ,, National Liberty (new stock) 

Bankers Indemnity (Newark) (ex rights) pe ‘Aghia a C 0., Newark...... 4134 4234 Arthur Atkins & Co., N. Y.......... 29 30% 
Miliken & Pell, N. V...........e000. 213% 221% L is & Con iH for A Be sone 41 43 is Gilbert Elliott & Co., N. Y.......... 29 31 
Lh net & Co, owe... 29 = —_ a SS = 2 Se. pear aseensnecate. 29 31 

Saag sone all? sey pliant 2 A nae YS a el y 5 NEN COS 5k vc cecviewscce 2934 30} 

BeMibor diliott & Gon Ne Yee eee: 4951 Gitber ioe & Co., N. ¥......+++ 413 423 J. Roy Prosser..........ss.sssc0se 30° 314 
G. W.Fanning & Co., N. Y.....---. 49 51 ow = i pet mag tepreens seston 42 43 National Surety 

Brooklyn Fire Ha sang ge A lel aaa 41% 42% Lewis & Co., Hartford (R. B.)....... 440 450 
G. W. Fanning & Co., N.Y......... 230027 Arthur Atkine & Co. National Union (Pittsburgh) (ex rights) 

W. Wallace Lyon & Co 1h A ONS 23 26 Cli ted Gi “Iber N.Y......606- 70 72 Gilbert Elliott & Co., N. Y.......... 290 300 

Sua Be Gan, Co. eo gt gilbert << ET GE ORS eee = = “ae bo ne & NEO oie osc rereterarsiniciaraveie 295 310 
Ww. Mate OO..cc.d.6cc000 . 18 i121 + $CGimemin cc. Nv: ew Amsterdam Cas. 

——e re — waste OA a 79 81 Gilbert Elliott & Co., N.¥.......... 53 56 
Cg SE, ae 32% 3314 J. Roy Prosser....++++sseeeeeeeeees 70 72 New York Casualty Co. ‘eights 
L. A. Hollander & Co., Newark...... 3214 34 Harmonia Ins. Co. Gilbert Elliott & Co., N. Y.......00. 90 94 
Gilbert Elliott & Co., N. Y...... a 3214 3414 Arthur Atkins & Co., N. Y.......... 30 34 CR MIOEE Sone. 5 6a sc c0Tesicisieisinis 90 94 
Cilmtei Obert... ccc cesses Ren 33 35 ss eee ee a 30 33 J: Roy ID aio ack oisis.o/ajors tale alates 90 94 
J. Ray. Prosper....ccccccccccccccecs 32 35 [es eee 30 36 New Vork Fire Ins. Co. 

Carolina Insurance Home (N. Y.) ex Home Sec. Co. W. Wallace Lyon & Co., N. Y....... 23 26 
Arthur Atkins & Co., N. ¥.......... 36 40 Gilbert Elliott & Co., N. Y.......... 555 565 G. W. Fanning & Co., N. ¥........: 23 30 
Wo Macsliiig OF 'Co........ 0000050 35 40 J; nop Fevaee. seve seeereeeeceeseees 555 565 New World Life 
Clinton Gilbert...... a ee 35 40 W. Fanning & Co...........+.+. 550 56) Charles Sincere & Co., Chicago...... 15 17 

Chicago F. & M. 

Charles Fae & Co., Chicago...... 42 45 

Continental Assurance 
Charles Sincere Co., Chicago........ 80 82 

Continental Cas | 
Cesta KSDerE. oo. 0cccccescceee 50 54 

Continental Ins, Co. ! 

Lewis & Co., Hartford.............. 83 8314 
Eagle Fire (Newark) 
Gilbert Elliott & Co., N. Y.......... 80 85 | 
- G. W  Pessing & Co, Pm goctesees 80 83 [ Ge y 
quitable ualty urety ; 4 7 > 
Palmer & Co., New York City....... 44 50 ih Sli r a hh Cc e a O C Ik ‘ag, 

Excess Ins. Co. of America 
Gilbert Elliott & Co., N. Y.......-.- 14 16 
CSN ROMIDERE.. «. 0.0.0050000s0nce0 13 16 

G. W. Fanning & Co........-..-0-- 14 16 
Fidelity-Phenix 
- A re & vee eee 97 99 
idelity an ualty ‘ 2 
Arthur Atkins & Co., N.Y.......... 204 210 We wish to buy We wish to sell 
J. Roy Prosser......eece-cereeeceee 205 210 





Continental 
Casualty 


Insurance Co. 


Chicago 





As An Investment Suggestion 


CHARLES SINCERE & CO. 


Members New York Stock Exchange 
Members Chicago Stock Exchange 
Members Chicago Board of Trade 


231 South La Salle St. 








Miscellaneous Insurance 


100 Consolidated Ind. 


50 Franklin 
100 Great American 


100 Halifax 

50 Niagara 

100 Northwestern Nat’l 
50 St. Paul F. & M. 


11 Broadway 








100 Continental Casualty 
100 General Surety 


50 Home Insurance 
100 National Union 
100 New Brunswick 


30 Providence-Washing- 
ton 


100 Westchester 


GILBERT ELIOTT & Co. 


Members of New York Stock Exchange 
Members Assn. of Bank Stock Dealers 


BOW ling Green 1200 
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Niagara Fire 
Clinton ee 
North River Ins. Co. 
Arthur Atkins & Co., Ss a a 
PR Re ae ae eae 
Pacific Fire 
CG occnccctccedessece 
Peoples National 
Clinton oan Raenaiterastatediaiatajare akon 
J. Roy 


Charles Sincere & Co., Chicago...... 
Public Fire Ins. Co. 

Miliken & Pell, Newark, N. J........ 
Public Indemnity 

Miliken & Pell, re 
Republic Fire, Pittsburgh 

W. Wallace Lyon & Co............. 
Reinsurance Life of America 

Ch.rles Sincere & Co., Chicago...... 
Security Ins. Co. of New Haven 

Poo ve SS eee eee 

Arthur Atkins & Co., N. Y 
St. Paul F. & M. Ins, Co. 

On eS ee ee ee 

Fe DO ccc vcccncccadeccaasc 
Southern Surety 

Gilbert Elliott & Co., 
Standard Federal Fire 

Chas. Sincere & Co., 
Stuyvesant 

Arthur Atkins & Co., 

Gilbert Elliott & Co., N.Y 
Sun Life Assn. 

Clinton nent Bet ci oicora alas 3 stare taeda ure 
Sylvania Ins. 

W. Wallace Ly ron 7. (27, cr eRe 
U. S. Fire Ins. 

Lewis & Co., Hartford Bi Sead <rereleale 

HRGHED CORIDIEEE. 3 «05.50.0000 016000: a 


tA 
, Som 
vo] 
g 
y 
oA Kee 


Universal Ins. Co. 
Arthur Atkins & Co. SE 
United States Merchants & Shippers 
Clinton Gilbert 
Virginia F. & M. 
(SS be eee eee eee 
Arthur Atkins & Co., 
Westchester Fire 
RIOR OUI 6 «5:06 cade ca cieiecioes 
Arthur Atkins & Co., N. Y.......... 
Fo NO og o.6 6.56 5 ce wiccceccese 


~ 


185 


425 
425 


160 


30 
30 


29 
2414 
24 
36 


115 
117 


178 
175 


131 
130 


74 


75 


NEW ENGLAND STOCKS 


American Investment Securities Co. 
Chas. A. Day & Co., Inc.. Boston. ... 
H. D. Knox & Co., Boston.......0+. 

Boston Casualty 
Chas. A. Day & Co., Inc., Boston... . 
H. D. Knox & Co., Boston.......... 

Boston Insurance (new stock) 

Chas, A. Day & Co., Inc., Boston.... 
H. D: Knox & Co., Boatom.......0- 

Capitol Fire Ins. Co. 

Chas. A. Day & Co., Inc., Boston: 
INNS hos s eae. cehie eos docs ae 
NR aoe oid hoa di eelata si c/a ee 

H. D. hou & Co., Boston: 
pT RRR eit PRE Oe ee 
GEE ae esc er cae) ee 

Columbian National Life Ins. Co. 

Chas. A. Day & Co., Inc., Boston.... 

H Knox & Co., Boston.......... 

Mass. Bonding & Ins. Co. (new) 

Chas. A. Day & Co., Inc., Boston... . 

H. D, Knoz.& Co., Bostom.......00 

Mass. Title Ins., Pfd. 

Chas. A. Day & Co., Inc., Boston... . 

New England Fire 
Chas. A. Day & Co., Inc., Boston... . 
H. D. Knox & Co.. Boston.......... 


26 
26 


15 
15 


900 
895 

95 
300 


95 
300 


480 
480 


178 
182 


25 


40 


40 


25% 


26 
39 
97 


125 
124 


183 
180 


129 


141 
140 


930 
910 


500 
184 
187 
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AN UNDER VALUED 
INS. CO. STOCK 


Our recent analysis of a well known 


; insurance company stock shows earn- 


; market price. 


purchase. 


Write for Circular S-9 


ings per share of 16% on its present 


We believe this to be an under-valued 
stock on this basis and recommend its 


An analysis will be sent upon request. 


ARTHUR ATKINS & CO. 


New York 
Barclay 4815 





149 Broadway 
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New Hampshire Fire 


Chas. A. Day & Co., Inc., Boston... . 675 700 

H. D. Knox & Co., Boston.......... 675 700 
Old Loge E> Insurance 

Chas. A. Day & Co., Inc., Boston.... 500 

H. D. Knox & Co., Heston. oo cs 500 


Providence-Washington 


Chas. A. Day & Co., Inc., Boston.... 880 900 

H. D. Knox & Co., Bostom.........-. 885 900 . 
Rhode Island Ins. Co. 

Ei. SEM Ge << cto Seciae tewee 380 400 

Chas. A. Day & Co., Boston......... 375 400 
Springfield Fire and Marine (new) 

Chas. A. Day & Co., Inc., Boston.... 185 195 

H. D. Knox & Co., Boston.......... 185 195 
United Life and Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston. ... 48 52 

H. D. Knox & Co., Boston.......... 47 49 

HARTFORD STOCKS 

Aetna Casualty and Surety 

Conning & Co., Hartford............ 1725 1800 

Lewis & Co., Hartford.............. 1750 1800 
Aetna Fire Insurance 

Conning & Co., Hartford............ 700 715 

Lewis & Co., Hastlord. «00.0... cceae 700 715 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 1240 1250 

Lewis & Coa., Hartlotd........-ccccs«e 1210 1225 
Automobile Insurance 

Conning & Co., Hartford............ 500 515 

Lewis & Co., Hartford............-. 500 515 
Conn. General Life 

Conning & Co., Hartford............ 2275 2325 

Lewis & Co. Hartlotd... cs...005 0s 2275 2325 
Hartford Fire 

Conning & Co,, Hartford............ 1010 1025 

Lewis & Co., Hartford.............. 1015 1030 
Hartford Steam Boiler 

Conning & Co., Hartford,........... 790 810 

Lewis & Co., Hartford.............. 790 810 
National Fire 

Conning & Co., Hartford............ 840 850 

Lewis & Co., Hartford.............. 840 860 

National Fire (rights) .............. 425 435 
Phoenix Insurance 

Conning & — Martiend (rights). . 980 990 

Lewis & Co., Hartford.........,..... 980 995 
Travelers Ree 

Conning & Co., Hartford............ 1970 1999 

Lewis & Co., Hartford. ........... 1970 1990 


John B. Stetson Company’s Group 
Insurance 

Officials of the John B. Stetson Company of 
Philadelphia, in a study recently completed, 
have found that in a ten-year period it cost 
$383,000 to pay premiums for the protection of 
families of 311 employees and that $311.000 was 
collected in claims. In 1919 it cost $34,000 to 
insure 4,126 employees for sums from $200 to 
$1,000 and the sliding scale of insurance adopted 
at that time is in force today. A $200 policy 
is given every worker at the end of three 
months employment and is increased to $400 
at the end of six months and to $500 at the 
end of the first year. One hundred dollars 
is added every year until the amount of $1,000 
is reached. 


The officials have found that group protection 
offers the most satisfactory form of indemnity 
to their workers. 


Sun Life Appointments 

The Sun Life Assurance Company of Canada 
announces the appointment of two additional 
assistant actuaries. These promotionis have 
been conferred upon George W. Bourke, A.I.A., 
F.A.S., aud Iveson A. Miller, A.I.A., F.A.S. 
The news will be of interest to the many 
friends both have formed among the actuarial 
societies of Canada and the United tSates. 


The company also announces the appoint- 
ment of James W. Snasdell as registrar. Mr. 
Snasdell is a veteran in point of service, and 
has been for many years superintendent of 
claims. 
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Examiners Statement on 
Bankers National Life 





Report Approved by Commissioners 

of Three States Shows Company 

in Strong Position 

The annual statement for the Bankers Na- 
tional Life Insurance Company, Jacksonville, 
Fla., for the year 1928 was recently released 
and passed upon by Insurance Commissioners 
W. V. Knott, Florida; George H. Thigpen, 
Alabama and A. S. Caldwell, Tennessee. The 
report shows total income amounting to $536,- 
077.21; total disbursements of $365,682.20; 
total admitted assets $529,752.08, and total liabil- 
ities $303,982; surplus and capital amounting 
to $14,577,988. 

The report of the examiners concludes with 
the following paragraphs: 


“The company is now under the active man- 
agement of A. E. Porter, vice-president, and 
O. G. Osborne, secretary. These two men 
are thoroughly experienced in their respective 
lines, having been in the life insurance business 
for years. 


“Your examiners are of the impression that 
the company is being conducted in such a man- 
ner as to show steady progress and improvement 
in its organization and activities. 


The company has made remarkable growth 
in the three years it has been writing business.” 

The Bankers National Life was organized 
in 1925 with $100,000 capital stock dividend 
into 10,000 shares of a par value of $10 each. 
Capital stock increase to $200,000 was author- 
ized in September, 1928. The company is one 
of a group of three controlled by the same in- 
terests, the other two being the Bankers Na- 
tional Life, Denver, Colo., with executive of- 
fices in Kansas City, Mo., the Bankers National 
Life of Jersey City, N. J. The Bankers Na- 
tional Holding: Company, Wilmington, Del., 
owns controlling interest in the three companies. 


Booklet on Life Trusts 

The Straus National Bank and Trust Com- 
pany of New York, 565 Fifth Avenue, New 
York City, has issued a booklet on insurance 
trusts entitled “What A Life Insurance Trust 
Can Do For You,” which sets a high standard 
for bank trust company advertising literature. 
In easily readable, conversational style, with 
appropriate illustrations, it covers the principal 
advantages of the insurance trust without going 
into lengthy or tiresome details. Typograph- 
ically the booklet is most inviting. 


Lewis & Company Opens Branch 
Office in New York 

Lewis & Company, of Hartford, an invest- 
ment house specializing in bank and insurance 
stocks, recently announced the opening of a 
branch office at 115 Broadway, New York. 
This office will be under the management of 
Ray Vance and Fred P. Lang, who were re- 
cently amditted to partnership in that company. 


Miscellaneous Insurance 
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Insurable Value Term Now Regarded 
As Obsolete Effect on Co-Insurance 


Clause in Policy 


Has the Doctrine Whereby the Sound Value Is Computed by Taking Replacement 
Costs Less Depreciation Been Thrown Overboard by the Courts? 


4 
4 


brokers and adjusters when in January, 
1928, the Court of Appeals of New 
York rendered a decision in the case of Mc- 
Anarney vs. The Newark Fire Insurance Co. 
where the court held that the “real value” of 
the property in the event of a loss was to be 
taken into consideration rather than what had 
for years been known as “insurable value.” 


CO testers ant adj was caused among 


Very few adjusters of fire insurance losses 
seem disposed to recognize the rule laid down 
in this important case. The adjusters who are 
-acquainted with the McAnarney decision regard 
jt as a peculiar decision of no general force or 
effect. The rule established in the McAnarney 
case, however, was brought to the assistance 
of a loss claimant before a board of appraisal 
recently in Brooklyn, with the result that the 
award of one appraiser and the umpire follows 
the McAnarney rule with unusual results to the 
benefit of the assured. 


The opinion of the appraiser for the assured 
is as follows: One, William Otis Badger 
owned a dwelling house in Flatbush section of 
Brooklyn, which was damaged by fire in No- 
vember, 1928. There was disagreement between 
the insured and the companies, particularly on 
the question of sound value, and by consent 
the matter went to an appraisal under the terms 
of the policies. J. A. Davidson represented the 
assured, I. E. Jersey the companies with Alfred 
J. S. Holton as umpire. 


Companies’ Position 

The appraiser for the companies took the 
position that his instructions required him to 
find that sound value was replacement cost less 
physical depreciation, and that the said replace- 
ment value was, in his opinion, the sum of 
‘$29,243 and the sound value after physical de- 
preciation was deducted, the sum of $24,857. 
Upon this basis, by virtue of the 80 per cent 
co-insurance clause, the insured with $14,750 
insurance in force at the time of the fire would 
have to contribute substantially to the amount 
of the loss. It was admitted that the real value 
of the house in view of the zone regulations 
and the property restrictions was considerably 
less than $24,857 but the companies’ appraiser 
declined to consider any basis of real value 
other than that found by him, on the ground 
that he was not interested in any question of 
law but concerned himself only with “insurable 
value,” and proposed to follow the invariable 


practice uniformly enforced by the insurance 
companies for many years, until instructed by 
his employers to the contrary. 


McAnarney Rule Invoked 


The insured raised the point before the ap- 
praisers, that since this new ruling in 1928 the 
old, or former method of determining actual 
value has become obsolete and the true meas- 
ure of value is to be found only by following the 
precepts set forth in the decision of the Court of 
Appeals, where the court held that the words 
“actual cash value” as set forth in the policy 
of insurance must be interpreted to mean “ac- 
tual value” in terms of money; that cost of 
reproduction less physical depreciation is not 
the sole measure of damage but is to be con- 
strued in connection with the privilege granted 
to the company to rebuild or replace. To de- 
termine the actual value every fact and circum- 
stance which would logically tend to the forma- 
tion of a correct estimate of the loss should 
be considered, to wit; the original cost, the 
cost of reproduction, the opinions upon value 
given by qualified witnesses, declarations against 
interest made by the insured, gainful purposes 
to which the building may be put, and ob- 
solescence. 

To ascertain the practice generally followed 
in the insurance busines the appraiser for the 
assured made inquiries of various brokers, aa- 
justers and insurance officials only to learn that 
they are generally .unaware of the McAnarney 
decision and consider replacement cost less de- 
preciation as the only method of determining 
sound value. 


Items of Value 

Persuaded that the McAnarney case is the 
law of this State the appraiser for the assured 
learned, on inquiry, that the building had been 
erected twenty-five years ago at an initial cost 
of $7500 with an enlargement cost, later, of 
about $3500, making a total cost of construc- 
tion of less than $12,000. The building was 
well kept up, though not especially modern, and 
had been insured for many years against dam- 
age by fire for considerably more than its cost. 
The price paid by the insured for the property 
in the year 1918 was ascertained. The best 
offer received for its prospective sale within the 
past three years was inquired into. Its taxable 
value, and the loan value of the mortgagee was 
learned. The opinion of a competent real estate 


broker regarding its value was obtained. Re- 
cent sales of property generally similar in 
character and in the same neighborhood were 
considered, the value of the land upon which 
the building is situated taking into considera- 
tion the restrictive covenants and their probable 
termination in 1935 was computed, the desir- 
ability of the dwelling house in its present loca- 
tion close to a business thoroughfare was taken 
into account, and finally a written estimate of 
the cost of reproduction was had form a local 
builder. 

With these facts in mind the appraiser for the 
assured found the actual cash value of the 
building on the day of the fire to be $19,000 
an¢ not $24,857 as urged by the appraiser for 
the companies. In this finding the umpire con- 
curred and the award was made on this basis. 


New Rule 


It was with some hesitation that the award 
was made in this fashion as it reverses the 
traditions of the insurance companies. The 
McAnarney ruling was accepted as settled law 
setting forth the correct method of determining 
sound value, binding equally upon the insurance 
companies and upon the assured. While the 
decision in this case had been obtained upon the 
application of the companies for their benefit it 
is quite evident that they are not permitted to 
apply or disregard the rule established, at their 
pleasure. 


Effect on Co-Insurance 

It is probably true that in obtaining this rul- 
ing the companies did not anticipate the appli- 
cation that can and will be made to the 80 per 
cent co-insurance clause in the Standard Policy, 
and on this point it is not amiss to state that 
there is no greater abomination in so far as a 
property owner is concerned than the 80 per 
cent co-insurance clause for it makes uncertain 
the recovery of indemnity for loss under every 
policy in which it is contained. The McAnarney 
case is.the law of the State of New York and 
the finding herein is in accordance with this 
decision. 


Associated in Minnesota 
The Associated Fire & Marine, San Fran- 
cisco, has heen licensed to operate in Minnesota, 
according to advices received at the San Fran- 
cisco head office on June 11th. C. W. Fellows, 
president of the Associated Insurance Fund, 
Inc., is still in the East. 
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The Financial Responsibility Bill 


An Outline of the New Motor Vehicle Law 






Which Becomes Effective in New 


York State in September 


By Henry E. KNosiLock 


Manager, Automobile Department, Standard Accident Insurance Company 


Stone and Senator Fearon in the New 

York State Legislature. It was spon- 
sored by the American Automobile Association. 
It becomes effective September 1, 1929, and is 
to be known as Article 6A of Chapter 54 of the 
laws of 1929 entitled, “An Act Relating to 
Motor Vchicles, Motorcycles and Highway 
Traffic constituting Chapter 71 of the Consoli- 
dated Laws.” 

In all probability you all have an idea of this 
new law and for that reason I shall not go into 
very great detail but will merely give you an 
outline showing some of the high spots and in 
the end will be glad, if I can, to answer any 
questions that you may wish to ask. 

This law will apply to the owner and operator 
of any motor driven vehicle used upon the 
highways of the State of New York and power 
of enforcement is vested in the Commissioner 
of Motor Vehicles, whose rulings will be final. 

Generally speaking, if the owner of an auto- 
mobile or ii any person operating a car with the 
owner’s permission has been convicted of, or 
pleaded guilty to, or shall have forfeited a bond 
for the violation of any of the offenses in ques- 
tion, then such owner or operator in addition to 
having to satisfy any judgment rendered against 
him in any Court of Justice, will be required 
to file evidence with the Motor Vehicle Bureau 
of financial responsibility, for any accident or 
personal injury that he may cause in the fu- 
ture. Failing to do that, his owner’s certificate 
and operator’s license will be forthwith sus- 
pended and shall remain suspended until he has 
satisfied such judgment and filed such evidence 
of future financial responsibility. 

The offenses which will cause such suspension 
are as follows: 

1. Reckless driving or speeding where an 
injury to persons or property damage results. 

2. Driving without an operator’s license. 

3. Operating when in an intoxicated condi- 
tion. 

4. Leaving the scene of an accident. 

5. An cffense in any other State which, if 
committed in this State, would be a violation 
of the foregoing. 

In filing such evidence of responsibility, the 
owner or operator has the option of doing it in 
any of the following ways: 

1. He may file with the Commissioner of 
Licenses a certificate issued by any insurance 
company authorized to do business in this State, 
showing the existence of an insurance policy. 

2. He may furnish a bond of a surety com- 
pany authorized to do business in this State, or 


T HIS bill was introduced by Assemblyman 


Address delivered at monthly meeting of General 
srokers Association, New York. 
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a bond with individual sureties, each surety 
owning real estate approved by a judge of a 
court of record. 

3. He may furnish a cash deposit of money 
or collateral with the department of taxation 
and finance for the amount specified by the law. 

This evidence of financial responsibility must 
be in the amount of $5000 for personal injury 
or death of any one person; and subject to the 
same limit for each person injured or killed, 
of at least $10,000 for two or more persons 
in any one accident; and $1000 for damage in 
property resulting from any one accident. 

I call your particular attention to the impor- 
tance of that part of the law which deals with 
“Unsatisfied Judgments.” The meaning of this 
part of the law and which I am very anxious 
to have you understand very clearly and also to 
have you make clear to your prospective clients, 
is that compliance with any one of the three 
options which I just referred to, in filing evi- 
dence of financial responsibility, is not sufficient 
—because in addition thereto the judgment 
which has been rendered against the owner or 
operator must first be satisfied in order to 
avoid suspension of the license. 

There is only one exception to that and that is 
where the assured is relieved of the judgment 
by bankruptcy. Please therefore do not let 
your prospective clients get the idea that after 
the occurrence of an accident it will be time 
enough to secure a policy in order to avoid a 
revocation of license. 

In order to meet the provisions of this law, 
either a new form of automobile insurance 
policy will have to be written or else a form 
of endorsement will have to be provided to be 
attached to existing policies and to be approved 
by the Superintendent of Insurance, because the 
law requires that the liability of the carrier to 
the injured party shall not be affected by any 
of the usual exclusions and warranties now in 
existence in automobile policies. Such exclu- 
sions or warranties will continue to operate as 
between the carrier and the assured but not as 
between the carrier and the claimant. In other 
words, where an assured has breached his policy 
contract by some act of omission or commis- 
sion, the company nevertheless will be liable to 
the claimant but is naturally permitted to take 
steps against the assured to be reimbursed. This 
applies only to the limits required by the law 
and the company may plead any of its usual de- 
fenses where the amount involved exceeds the 
limits of the law. You will thus see that the 
liability of the company to the claimant is ab- 
solute. Furthermore, no policy contract may 
be conceled or permitted to expire after a cer- 
tificate of it has been filed with the Commis- 


‘sioner of Motor Vehicles, unless notice in writ- 


ing has been given the commissioner at least 
ten days before such cancellation or expiration 
is to take effect. Failure of the company to 
give such notice has the effect of continuing 
the policy in force indefinitely. 

The Department of Motor Vehicles will main- 
tain a full and complete record of the operator’s 
previous offenses and will furnish a certified 
abstract of such record to any one upon the 
payment of a fee of $1. In this way the in- 
surance companies will be able to obtain the 
record of any one applying to them for a cer- 
tificate of financial responsibility. Any person 
who has been in an automobile accident will be 
able to secure from the Motor Vehicle Bureau 
the record of any owner’s or operators’s secur- 
ity showing his financial responsibility. 

The Motor Vehicle Commissioner must sus- 
pend or revoke the owner’s registration certifi- 
cate or operator’s license in the event of his 
failure to satisfy a final judgment within fif- 
teen days after it has been rendered by a court 
of the State of New York, unless an appeal 
has been filed. This would include judgments 
for personal injuries in any amount and for 
property damage where the judgment is in ex- 
cess of $100: 

Many other States have enacted similar leg- 
islation to become effective this year, but none 
of them to my knowledge makes any mention 
of the so-called ‘Unsatisfied Judgment’ fea- 
ture. This, as you will immediately see, makes 
the law of this State much stricter than it is in 
the other States. Perhaps the first State to 
have a financial responsibility law was the State 
of Connecticut where it is considered a success. 
The so-called Stone Bill will have a marked 
influence on the automobile insurance business 
and will increase the sense of responsibility on 
the part of every automobile owner and oper- 
ator. 

It will interest you to know that in 1927 the 
percentage of insured private cars against regis- 
tered cars was only 26 per cent in the State of 
New York, whereas in the State of Connecticut 
in that same year after the financial responsi- 
bility law was in force, the percentage was 42. 
I hope that everyone of you will at once get busy 
and figure out, in his own way, just what sort 
of campaign you will undertake in order to 
make a drive for the vast field of uninsured 
Cars. 

And do not forget the individuals or firms 
who own commercial cars or trucks. The 
owner oi a pleasure car, if he loses his license, 
foregoes the pleasure of driving a car; whereas 
the owner of a commercial vehicle loses thereby 
his means of livelihood. 
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BUSINESS OF 1928 


$143,573,589 
6,083,386 
$1,113,810,563 
90,547,161 


Representing over 63% of tne New Business 


NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASS. 


Insurance in Force 
An Increase of 





EXPANSION 


This is the keyword 
in the program of development 


of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to 
throw in their lot with a strong growing company, 


will find that 
“Honestly, It’s the Best Policy.” 


ATLANTIC 



































INTERSTATE LIFE & ACCIDENT CO. 
JOS. W. JOHNSON, M. D., President 
LIFE, HEALTH, and ACCIDENT INSURANCE 


FOR AGENCY CONTRACTS WRITE 











JOHN W. BLEVINS, Vice-President 


Home Office 
Chattanooga, Tennessee 























FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 


New Jersey 


Baltica Insurance Co., Ltd. 


Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 











The Home Life Insurance Company of America 


Incorporated 1899 

PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 





Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary 8 John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 
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“This is the Company of Co-operation.” 
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Changing Conditions 


Changing conditions require new methods and new modes 
of business. Yesterday's standards will not fill the bill 
‘today. The Des Moines Life and Annuity Company is 
constantly preparing new policies to meet new conditions; 
and devising better ways of serving all policyholders to a 
better advantage. 


P ummemanls 





ACACIA 


A Service Institution—Not a Commercial Company 


Insurance in Force Over $300,000,000 
Assets Over 30,000,000 


Ideal Agents’ Monthly Income Contract 
Low Net Cost Real Service 


ACACIA MUTUAL LIFE ASSOCIATION 


William Montgomery, President 
WASHINGTON, D. C. 

















PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, Eng- 
land, whose long list of publications on fire. life, marine and other 
branches of insurance embrace the most valuable and standard trea- 
tises on these subjects. Send Ten Cent Stamp for Oatalogue. 


THE SPECTATOR COMPANY 
New York 
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SOUTHERN LIFE AND HEALTH INS. CO, 
‘‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 





>» O. BOX 884 BIRMINGHAM, ALA 











“A Life Insurance Company” 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SpEcTATOR 











SERVICE AND ITS REWARD 
By William T. Nash 


In this latest leaflet, Mr. Nash, well known and convincing writer on life insurance topics, in 
an interesting true story of the experience and success of a real agent in small town, shows the 
opportunities Life Insurance as a profession affords. 

nspiring example i is the best epur to progress, and no man or woman can read ‘‘SmRvice AND 
a Rewarp” without realising that the life insurance profession offers limitless opportunites 
lor success. 

Every life insurance company should get a supply of this new po pro comprising 16 pages of 
interesting , and cover, to distribute among its present and prospective agents. 

PRICES 
Single copy 15 cents 
50 copies 
100 pi 


10000 aa 
THE SPECTATOR COMPANY 








CHICAGO NEW YORK 
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June 20, 1929 








